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Another Quality Plastic Product by Warp Bro 


World’s Largest Manufacturer of Plastic Window Materia 


POPULAR WITH LUMBER DEALERS, BUILDERS AND CONTRACTOR 
* 
A PURE 


WET RALL revenue 
Now in New Gauces 


New WIDTHS and at 
New Low Prices! 


COVERALL COMES 
IN MoisTuRE-PROOF | CLEAR 


for "see-through" inspection and quick inven- 
tory of materials. 


tialeter COVERALL COMES 
the name ° IN SUN-RESISTANT 


“Weorp's - 
“ for use where protection against sunlight is 

















COVERALL” needed in addition to preventing damage from 

on the edge moisture. 

PROTECTS MATERIALS KEEPS BASEMENTS D 
— a. 7 ‘ 








WATER-TIGHT 
ROT-PROOF 
ACID-PROOF 


STAY s F LEXIBLE —— s Polyethelene Covenants ey mania Sunlight —— BLACK CoveRALt is rec- Warp’s Coveratt laid under concrete foun| 
o solves moisture vapor problems under houses ommended for covering lumber, brick, stone, tions of basement floors permanently sé 

AT 60 ‘Be LOW Z ERO Prevents rotting of joists and sills. Also rec and construction equipment at the lumber out moisture and helps concrete cure bet 
— ommended for use between ry and yard and at construction site. The BLACK faster. Tack it over foundation forms to el 

Siding, and between Sheeting and Roofing protects materials from damage caused by inate messy greasing and cleaning jobs 

material. Coveratt lasts a lifetime—is in both Sun and Moisture. Warp's BLACK protects newly poured concrete from 

expensive, comes in various thicknesses and COVERALL makes an ideal, inexpensive tarp weather while curing 

widths to 20 feet, for simple, easy installation 








Woarp's Coverait 
} Has Hundreds of Other Uses 


*Hoy Covers * Drop Cloths (Comes IN 100 Fr. Rotts — PAcKeD IN Cartons) 


*Siloge C ® Machi Cove 
ilage Covers achinery Covers 2 Gauge (.002 Thick) | 4 Gauge (.004 Thick) 16 Gauge (.006 Thick 


| ©Pond Liners ® Furniture Covers 


* Plastic Gard Ich : 
-pciainseon Moisture-Proof 3 and 9 Ft. 3, 6, 10%, 12,16%2 | 6,12, 16% and 
Nu nintien Wile; maak: tihil Clear Widths and 20 Ft. Widths 20 Ft. Widths 


product information on Warp's : 
COVERALL, ask your Jobber or [iahdiatbaala 3 Ft. Widths 6, 12 and 20 Ft. 6, 12 and 20 Ft. 
Black Widths Widths 


write to Warp Bros., Chicago 51. 


" CARRIED BY RELIABLE JOBBERS EVERYWHERE 
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Traveloaden. BUILDS BUSINESS for Lumber Dealers 


while reducing handling and storage costs! 


Traveloader, the unique Baker side-loading fork truck gives 
lumber dealers three specific advantages: 


1. Loading delivery trucks in a fraction of the time required by other 
methods, gets more work from trucks and drivers—speeds deliveries 
and wins customers. 


. Assembling orders by its system of straight-line pick up and carry— 
using only one man and one machine to do the job of several men, a 
fork truck and a straddle truck—cuts handling costs in half, or more! 


. Ability to pick up loads from the side, carry them lengthwise, and 
stack them—from the side—to a height of 12 feet or more, cuts aisle 
requirements and increases storage capacity. 


For example—in the yard illustrated, Traveloader loads out trucks in 
10 minutes compared to 90 with former hand methods. The company’s 
12 trucks are kept busy making deliveries instead of spending 20°; of 
their time in the yards, as before. When not loading trucks, the 
Traveloader carries incoming lumber from cars to storage, where it 
high stacks from 12-foot aisles, assembles orders for delivery and takes 
them to the loading area. Traveloader makes possible a “rolling inven- 
tory” system by rotating stacks to bring older lumber to the top. 


Write for Bulletin 1360 for complete information. 


THE BAKER-RAULANG COMPANY 


Baker 1200 WEST 80th STREET e CLEVELAND 2, OHIO 


industrial trucks A Subsidiary of Otis Elevator Company 
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Dyno-mrre V>" DRILLS 





Drno-mere Ye" DRILLS & KITS 





Dywo-more PORTABLE JIG SAW 





REMI P IM $49.50] 


Most powerful 1” all-purpose drill made 
Biggest value, best buy for farm, home, 
workshop, garage. A rugged tool built 
with traditional Millers Falls quality and 


agehartitelat alte) 


Keep Loaded with 
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Be sure you’re well-stocked 
with “Dyno-Mite” Power Tools 
and Kits. They‘re best-sellers 
. . - because they’re truly 
unbeatable values! 





pywo-mire PORTABLE SAW 
pywo-mers POWER WORKSHOP — — 


Built around the powerful 4.0 amp. 
888 Power Unit . . . $44.95 








SEMEL eee $49.50) 


A fine. finishing sander no home work 
should be without. Essential for producing 


satin-smooth finishes on wood, metal, other 


10-Mite 


hor 
p 


materials. Tell customers the ‘Dy 
No. 580 is twelve times faster than hand 
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Order pysozmers 
FROM YOUR JOBBER TODAY! 


It's only the beginning when you sell 
this remarkable 888 Power Unit! Because it 


practically builds itself into an amazingly 

complete workshop. The Power Unit comes ad | ' LLE R S FALLS ee 
equipped as a 3” drill,.a 6” sander, and LS 

6” polisher. Then customers can. add the i f } £ } Finest 


beautifully-engineered, matched attach 
ments, including Bench Stand, Orbital — 1 \ 
er, Bench Saw, Portable Jig Saw, Jig Saw 

Table, Bench Sander, Bench Grinder, Circu ® Power oo!s 


lar Saw, Drill Press, and many other highly ade 


popular and useful accessories 





MILLERS FALLS CO., DEPT. AL-3, GREENFIELD, MASS. 
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UTILITY AND 
ECONOMY GRADES will do these Jobs Right 


You can sell Rosboro’s Utility and Economy and save mon ey 


grades with confidence because they are: 


¥ Cut from Old Growth Timber 
Vv Kiln Dried Roof Boards Le FP — Rafters 


Util and Econ : ‘ Util 
¥ Stored Under Cover al a = 
¥ Double End Precision Trimmed — ME ~ Studs 
ROSBORO LBR. ROSBORO LBR Ps HES | = Util and Econ 
¥ Grade Marked CsJutin LigJECON Petes é 


Subfloor 
¥ Trademarked ROSBORO- Z ' 
Fire Stops | | - -Floor Joists 


Util and Econ Util and Econ 
¥ Available in Mixed Cars ae, Util and Econ KE : Util 





Sheathing - SS Bridging 


Util and Econ 2 . 
Write for this free booklet... , Util and Econ 


tells where and how to use 
Rosboro’s Utility grades to 


best advantage, 























eeeeeeeeeeeeeseeeen 
ROSBORO LUMBER CO., Springfield, Oregon 


Please send a copy of the booklet “Utility is the 
Word for Lumber’ to 





Name 





Address 





City Zone State ambeh 


WESTERN RED CEDAR WEST COAST HEMLOCK 


DOUGLAS FIR 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


EASIER MORTGAGE MONEY ON THE WAY. 


More money will be available in the next few months . .. a little bit 
sooner than we reported last month. The overall demand for money has lessened 
- e e« the Federal Reserve is somewhat less worried about inflation and is 
quietly moving backstage to encourage a freer flow of money. 

Home builders are encouraged by a growing trend of favorable reports. Last 
week, for example, in New York a top banker said he was actually looking for 
mortgages . .. that his reserve of cash had jumped in recent weeks. In Chicago 
Savings and loan associations considering eScalator clauses on interest, began 
shelving plans along this line. 

Interest rates, however, will stay about where they are--around 5%% on most 
home loans. Bankers, S & L people point out that they are in a competitive 
battle for consumer saving accounts. S & L's average about 3%% and many say 
3%% will be common by fall. 











STRONGER GOVERNMENT MEASURES FOR THE HOUSING INDUSTRY. 


Constant pressure by builders and others seems to have finally convinced 
key government people, senators, representatives, that new measures are needed 
to stimulate more house starts. Yet everything so far is conservative... far 
from the demands of the no-down payment project builder. No raiding of old age 
pension funds or other grabs for eaSy money are even being considered. 

Emerging is a brand now FHA which will eventually absorb the VA program and 
offer both vets and non-vets a sound plan to encourage home ownership. No poli- 
tician has the termerity to kill the VA program outright but there will be no 
further extensions on present termination dates. 








APPLIANCE PRODUCTION CUTBACKS SPREADING. 


Built-in appliances are being produced in increasing numbers but output of 
standard appliances has been sharply cut. Several major producers are on three- 
day weeks and special newspaper campaigns are underway to beef-up sales in major 
markets. Lumber dealers have really begun to do a job with built-in appliances. 
See the first two April issues of AL for a 24-page "Trend Report on Kitchen 
Business". 








SEARS PLUGS ONE-STOP HOME FIXUP CENTERS. 


Maximum store traffic and big sales per customer is back of Sears all-out 
push this spring to convince the public they are headquarters for one-stop home 
modernization. Something brand-new are color spreads in the March Better Homes 
and Gardens and March 25, Life magazines promoting Sears for home modernization 
and repair. 

Free customer planning service, estimating help, installation arrangements, 
rental tools and convenient credit, will be featured in the magazine ads. The 
Slogan: “all of this is done in one-place, in your Sears store or order office." 

Coupons in the ads will encourage readers to send in for a booklet on how 
a Sears customer remodeled a bathroom with "no money down and payments of as 
little as $10 a month." All the above, of course, has a familiar ring to it. 
For nearly 30 years AL and other magazines in this field have encouraged pro- 
motion of remodeling along these lines. 

















NEW DIRECTIONS FOR NEW AND REMODELED SHOWROOMS. 


Over 20 new and revamped yards are now on the drafting boards of our archi- 
tectural consultant and this work to date has revealed significant trends sSug- 
gesting that many present ideas on showrooms are becoming obsolete. If you are 
planning to remodel or build a new yard, a check with our editors might be very 
much to your advantage. 





(news eontinued on next page) 
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WASHINGTON REPORT 


Home Starts Dip 


Housing starts in February fell to 
a seasonally adjusted annual rate of 
910,000 units—the lowest level for any 
month since May, 1949, and the first 
time private home starts have dipped 
below a seasonally adjusted annual 
rate of one million units since Dec. 
1951. Last year in February, builders 
started work on 77,000 private homes, 
a seasonally adjusted rate of 1,127,000. 

The Labor Department reports 
housing starts in 1956 dropped 16% 
below the 1955 level; they fell again 
in January, 17% below the January, 
1956, rate. The decline is entirely in 
housing financed under VA and FHA 
mortgages, with conventionally fi- 
nanced homes maintaining the same 
rate as a year ago. Interest rates for 
conventional housing have, in some 
cases, gone over 7%, with some sec- 
ond mortgage interest rates, including 
discounts, of up to 25% being re- 
ported. 

Applications in December to FHA 
for future commitments was the low- 
est since Feb. 1946; VA received un- 
der 19,000 applications in January, 
compared to over 29,000 the previous 
January. Since these applications 
must be filed many months in advance 
of beginning of construction, this 
sharp drop-off indicates no upswing 
in starts in the spring and summer. 

John F. Austin, Jr., president of the 
Mortgage Bankers Association of 
America, has predicted 1957 starts of 
900,000 houses, compared to 1,120,000 
in 1956. 


Tight Money Grows Tighter 


The head of one of the largest life 
insurance companies has stated that 
his company, which formerly sold 
bonds and other securities to obtain 
money from mortgages, now has run 
out of securities to sell. The recent 
increase in FHA interest to 5% has 
brought no surge of new money into 
the market. The Administration’s re- 
quest that Congress raise the VA rate 
from 4%% to 5% has been voted 
down by the House Veterans Commit- 
tee, recommending instead that VA 
make direct loans where private funds 
are not available. A suggestion that 
GI life insurance funds be used for 
mortgages is opposed by the Treasury. 


VA Mortgage Hearings 

The general consensus of industry 
and financial experts testifying at 
Congressional committee hearings on 
Veterans ‘Administration loan pro- 
gram are, as follows: 

(1) FHA and VA loan program can 
be merged, reducing processing costs, 
which range from $50 to $225 a house. 

(2) Interest rates for VA-FHA 
mortgages should be made flexible, to 
rise and fall with money market and 
thus eliminate discounting (which 
must be absorbed by builder) when 
funds are tight and rate is fixed. 

(3) Use of Voluntary Home Mort- 
gage Committee program should be 
encouraged and a direct-loan program 
of VA should be minimized, with sug- 
gested employment of National Serv- 
ice Life Insurance funds for VA 
direct-loans withdrawn. 


Gordon J. Lawler 


Wesley Wise 


Staff Changes at American Lumberman 


A series of new editorial staff 
assignments to further expand 
service for readers has been an- 
nounced by Herbert A. Vance, 
publisher, American Lumberman. 

Arthur A. Hood, editor, has been 
named chairman of the editorial 
board. In his new capacity he will 
continue to participate actively in 
editorial planning for American 
Lumberman, with emphasis on edu- 
cation, marketing and management 
problems. Hood will also carry on 
his famed management workshops 
for yard owners and managers in 
the United States and Canada. He 
will be available for consulting work 
with manufacturers, wholesalers 
and dealers. 

Gordon J. Lawler, formerly man- 
aging editor, becomes the new edi- 
tor. Wesley W. Wise will be man- 
aging editor and Hoyt S. Hurst is 
the new eastern editor with head- 
quarters at New York City. Dexter 
W. Johnson has been transferred 
from Portland, Ore., to the Chicago 
office. Richard W. Douglass will con- 
tinue as executive editor. 

The announcement was made at 
a staff luncheon honoring Hood’s 50 
years of service to the building ma- 
terials industry. A Crusader’s 
sword, symbolic of the crusading, 
pioneer merchandising work done 
by Hood was presented to him at 
the luncheon. 

Lawler came to American Lum- 
berman in 1951 after five years with 
the advertising and sales promotion 
department of Insulite, Minneapolis. 
While with this firm he prepared 
advertising literature and other 
sales tools used by the lumber deal- 
er. He also handled product and 
sales personnel publicity. 

As managing editor of American 
Lumberman, he has pioneered many 
editorial innovations for the retail 


building materials industry. These 
include the first dealer advertising 
service designed for complete flexi- 
bility, the first point-of-sales kit to 
offset the normal winter slump in 
the lumberyard. 

Last year Lawler received two 
first awards from Industrial Mar- 
keting magazine for an editorial 
series on store design and layout. 
He conceived and coordinated a full- 
scale model store for the National 
Retail Lumber Dealers Association 
at their exposition at Chicago in 
December 1956. Over 100 leading 
manufacturers participated in the 
store, which showed the latest in 
showroom merchandising. 


Wes Wise, the new managing edi- 
tor, has been associated with the 
retail lumber industry as a business 
paper editor and merchandising 
consultant to manufacturers for the 
past 10 years. He was publicity di- 
rector for the 1956 NRLDA expo- 
sition. Wise was retained by Amer- 
ican Lumberman last year as a con- 
sultant to research and streamline 
the magazine’s annual Dealer Prod- 
ucts File issue. He joined the edi- 
torial staff in January 1957. 


Hoyt Hurst, the new eastern edi- 
tor, was formerly managing editor 
of Wood & Wood Products, another 
Vance publication. Before joining 
this magazine two years ago, Hoyt 
was associate editor of Farm Imple- 
ment News and managing editor of 
Implement & Tractor. He is a win- 
ner of two editorial achievement 
awards. 


Dexter Johnson, western editor, 
will now have his headquarters at 
Chicago. He came to this magazine 
in September, 1955, after 11 years 
as managing editor of Western 
Building magazine. Johnson is a 
past-president of the Oregon Build- 
ing Congress and a former director 

(continued on page 108) 
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Hood's 
Career Covers 
50 


Creative Years 


Many personal friends of Art 
Hood will interpret the presentation 
of a sword as significant and espe- 
cially appropriate. Probably no one 
man has prodded this industry and 
its retailers more consistently along 
the road to better merchandising 
and management. 

Yet this was always done in a 
friendly, constructive way because 
his own personal experiences made 
him understand the long hours and 
worries that are part of every yard 
operation. He’d be the first to ad- 
mit that he became impatient at 
times, but Art always returned to 
the immediate problem with en- 
ergy, enthusiasm and a determina- 
tion that the job could be done. 

Born in Sioux City, Art Hood’s 
keen grasp of dealer problems is 
based on 50 active, hard-hitting 
years in the lumber and building 
materials business. He was born in 
Sioux City, Ia., and his first job was 
in his father’s yard in that city. 
Then came scores of other jobs 
across Minnesota, Iowa, and the 
Dakotas, as he learned this business 
from the ground up. 

Executive positions began in 
1914 when he became sales manager 
of the James Lumber Co., Minne- 
sota Transfer, Minn. His career in 
merchandising started in 1922, 
when he joined the Thompson Lum- 
ber Co., Minneapolis, as a vice- 
president. While with this concern 
for five years he began experiment- 
ing with his concept of package 
selling, intelligent pricing, incen- 
tive compensation and other inno- 
vations he would in time recom- 
mend for lumber dealers. He went 
west in 1927 and for two years was 
president of the Southwest Lumber 
Co., Albuquerque, N. M. 

In 1929 he became president of 
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CRUSADER'S SWORD presented by Herbert A. Vance, publisher, 
American Lumberman, to Hood symbolizes crusading efforts by 
Art over 50 years of service to the lumber and building mate- 


rials industry. 


Associated Leaders Corp., Chicago. 
Then in 1932, he organized at Chi- 
cago the National Homes Finance 
Corp., the first dealer-owned mort- 
gage and installment finance agen- 
cy. 

Housing guild. His wide ac- 
quaintanceship with thousands of 
dealers began when he became asso- 
ciated with the Johns-Manville 
Corp., in 1933, as manager of the 
Housing Guild division. For seven 
years his leadership directed this 
unique program bringing creative 
selling to dealers in a tough com- 
petitive period. In 1940, he became 
J-M’s director of Dealer Relations 
where his awareness of retailer 
problems created friends for both 
the company and Art across the 
country. 

Hood is a former Snark-of-the- 
Universe, the highest office in the 
fraternal order of lumbermen. His 
other offices have included: chair- 
man, National Sales Executives; 
president, National Society of Sales 
Training Executives and president, 


ts 


HIGH SCHOOL days at ux City, la. 
Art was editor-in-chief of his school's 
annual. 


Building Material Exhibitors Asso- 
ciation. 

Joins AL. In August, 1946, Art 
became American Lumberman’s 
editor, filling a post occupied by 
many outstanding men over the 
magazine’s 84 years. His signifi- 
cant contributions to the maga- 
zine’s progress are without number. 
American Lumberman’s rising cir- 
culation, for example, is one posi- 
tive indication of ihs success. Dur- 
ing Art’s term as editor, net paid 
circulation rose from 16,075 in 1946 
to 29,238 in December 1956. 

His crowning achievement has 
been the dealer management work- 
shops originated by Art. More 
than 2,100 retailers in 46 states 
and Canadian Provinces have bene- 
fited from this program in the past 
two years. 

Workshop schedule. Art’s many 
friends will be glad to know that 
his workshops will continue. Sched- 
uled for this year are the following 
sessions: 

June 17-20—Iillinois-Indiana, Urbana, Ill. 

July 8-11—Western Retail, Sun Valley, Idaho. 

August—Southwestern, date not settled. 

“ae 23-26—Ontario Retail, Toronto, Can- 

aca. 


Oct. 14-18—Ohio Retail, Granville, Ohio. 

December—New Jersey-Middle Atlantic, date 

not settled. 

During April and May, Mr. and 
Mrs. Hood will be in Europe visit- 
ing England, France, Spain, Portu- 
gal and other countries. It’s a 
pleasure trip planned for many 
years but we have a feeling Art will 
be looking into the retailing of lum- 
ber and building materials wher- 
ever he goes. The Hoods will 
continue to live at Wilmette, a Chi- 
cago suburb. 








They're New!... 








Pittsburgh Maestro 


Unlimited Color Range... Mixed 





® Only 11 Concentrated Colorants for 
Rubberized, Alkyd and Oil-base Paints 





VOLUME PAINT USERS SAVE TIME AND 
REDUCE COSTS THESE IMPORTANT WAYS 





1. Match and mix colors accurately right on the job. 


2. Concentrated tube colorants disperse speedily and thor- 
oughly in a matter of minutes. 


3. Only 11 tube colorants give you 300 MAESTRO COLORS— 
and many other tints and shades. 


4. You need only two tinting bases for each type of paint. 


5. These tube colorants can be used with high-quality 
rubberized, alkyd and oil-base Pittsburgh Paint tinting 
bases for interiors and exteriors. 








PITTSBURGH CONCENTRATED COLORANTS are available 
for use in tinting bases of these famous Pittsburgh Paints 


e WALLHIDE Rubberized Satin Finish” e SUN-PROOF® House Paint 
Wall Paint e SUN-PROOF Trim Paint 

e WALLHIDE® Alkyd-type Flat Wall Paint | «» SHAKE & SHINGLE Paint 

e WALLHIDE Gloss Enamel CEMENTHIDE® Rubberized 

e SATINHIDE® Enamel Masonry Paint 
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They're Revolutionary i 





Concentrated (oloran 


in Minutes...in 5-Gallon Containers! 





Handy Color Deck for Painters and Decorators 


e@ Pittsburgh makes this color deck available for painting con- 
tractors and decorators. It contains large chips of the hundreds 
of smart, modern Pittsburgh MAESTRO COLORS. 


PITTSBURGH PAINTS 


PAINTS e GLASS e CHEMICALS e BRUSHES e PLASTICS e FIBER GLASS 


PITTSBURGH PLAT GBBG@GLASS COMPANY 


GENERAL OFFICE, PITTSBURGH, PA. IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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News in Brief 


A. W. BURRITT CO. TOP AWARD WINNER 


From thousands of entries in the 
national Brand Names Retailer-of-the- 
Year Competition, including 24 retail 
categories, the A. W. Burritt Co., 
Bridgeport, Conn., has been selected 
as top award winner in the Building 
Materials Dealer category for its out- 
standing presentations of manufac- 
turers’ brands during 1956. This is the 
9th Annual Competition sponsored by 
Brand Names Foundation, Inc., New 
York City, and this is the second time 
Burritt has won this award. In the 
1951 competition, the firm also took 
first-place honors. 

The four runners-up in the building 
materials category were The Robert- 


son Lumber Co., Grand Forks, N. D.; 
Acme Building Supply Co., Meridian, 
Miss.; L. Grossman Sons, Inc., Quincy, 
Mass., and Calcasieu Lumber Co., 
Austin, Texas. 


Burritt will receive the bronze 
plaque as Brand Name Retailer of the 
Year and Certificates of Distinction 
will be presented to the four runners- 
up during a dinner honoring the na- 
tion’s leading merchants in New York 
on May 3. Attending will be more than 
1,500 business and civic leaders. The 
banquet will climax the national ob- 
servance of Brand Names Week, April 
28-May 4. 





Home Building Suffers Setback 


Home builders started work on only 
62,500 private dwellings in February, 
17% less than a year ago. Administra- 
tion officials are studying ways to re- 
verse the trend. Their chief weapon 
under existing law is authority to 
lower down payments on mortgages 
insured by the Federal Housing Ad- 
ministration. Housing chieftains doubt 
this move will be ordered right away. 
They say the latest home-building 
slump reflects “tight” money condi- 
tions last fall. Now, they foresee indi- 
cations of easier money and hope 
— building will benefit later in the 
all. 


Plywood Prices Firmer 

Plywood prices strengthened in the 
Pacific Northwest as production ap- 
proached balance with demand. The 
Douglas Fir Plywood Association re- 
ported output in the week ended 
March 9 dropped 5% from the pre- 
ceding week, while orders rose 8.6%. 
The week’s production was less than 
1% above incoming business. In the 
week ended March 2 orders lagged 
18% below output. 


To Spend More on Improvements 


Consumers are generally optimistic 
about the future and plan to make 
about the same amount of major pur- 
chases as they did last year. That’s the 
conclusion drawn by the Federal Re- 
serve Board from interviews with 
about 2,700 families in 66 areas 
throughout the country. The survey, 
an annual project, was taken in Jan- 
uary and February in cooperation with 
the Survey Research Center of the 
University of Michigan. 

A preliminary report discloses fam- 
ily heads expect to spend more on 
home improvements and maintenance 
in 1957. The report said 24% planned 
a median expenditure of $460 to fix up 
their homes this year. A year ago, 
22.2% expected to spend a median 
amount of $370. Proposed spending 
for furniture and major household 
appliances showed little change from 
a year ago. 

On the other hand, consumers dis- 
closed fewer plans to buy new or used 
houses this year. The report said only 
8.4% of those interviewed expected to 
buy a house this year compared with 
9.4% in each of the last two years. 





RURAL HOME IMPROVEMENT CONTEST 


The National Lumber Manufactur- 
ers Association and Farm Journal 
magazine are sponsoring jointly a 
1957 rural home improvement contest 
featuring $10,000 in cash prizes. De- 
signed to spur sales of lumber and 
wood products and improve farm liv- 
ing, the contest is open to anyone who 
completes an addition, remodeling or 
similar home improvement project be- 
tween January 1 and October 31. 

Entries will be judged on accom- 
plishment of purpose, originality of 
ideas, usefulness, and livability and 
efficiency of the completed job. To be 
eligible for consideration, the project 
must use some lumber. Both do-it- 
yourselfers and those who hire their 
work done may enter the competition. 
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A total of 16,000 retail lumber deal- 
ers are being sent promotion material 
and selling aids in connection with the 
contest. Feature stories and editorials 
will promote the contest to the more 
than 3.5 million subscribers to Farm 
Journal. Prizes will be awarded in two 
divisions—projects costing more than 
$500 and projects costing less than 
this amount. Each division will have 
24 winners, as follows: first prize, 
$1,500; second prize, $750; third prize, 
$500; fourth prize, $250; 20 prizes of 
$100 each. Dealers who sell materials 
to the eight top winners will receive 
distinguished awards. 

Additional information on the con- 
test is available from NLMA, 1319 
18th St., N. W., Washington 6, D. C. 


More Retail Failures 


Retail failures in 1956 totaled 6,341 
firms, or 18.8% above the 1955 level, 
reports the Small Business Adminis- 
tration. The construction industry 
topped all categories, with a 30% in- 
crease in failures in 1956 compared to 
the previous year. 

During 1956, SBA made 1,820 loans 
to retail and wholesale trade totaling 
$56,072,226. 


Unlimited Interest Rates? 


There is a growing trend by savings 
and loans to insert escalator clauses 
in the mortgages they grant to permit 
increasing the interest rate at any 
time. 

Two Chicago savings and loans are 
now placing such a clause in their 
mortgages and it’s up for considera- 
tion by other S & L’s throughout the 
city. The practice is said to have orig- 
inated on the west coast and it is now 
slowly spreading in the south and 
southwest. 

First Federal, Chicago, three months 
ago began writing in an extreme broad 
stipulation giving them the right to 
increase interest on their new mort- 
gages to an unlimited figure after 120 
days notice to the homeowner, There 
is a difference of opinion on whether 
Illinois usury laws might apply and 
thus place a ceiling of 7% on their 
loans. 


Ruberoid Sales, Profits Dip 


The Ruberoid Co., New York City, 
reports net sales of $76,359,632 and 
net income after taxes of $4,292,143 
for the year ended Dec. 31, 1956. In 
1955, sales totaled $82,133,654 and net 
income was $4,511,351. Earnings per 
share were $2.90 in 1956 compared 
with $3.05 in 1955. 

President Stanley Woodward said 
that sales and profits “were affected 
by a strike at our largest asbestos- 
cement plant at St. Louis, Mo., from 
April to July, a period that is nor- 
mally our peak selling season and also 
by severely depressed prices in our 
line of asphalt roofing products during 
the first half of the year.” 


Seeks Flexible Interest Rates 


Flexible interest rates would mean 
more money for GI housing, the 
Chamber of Commerce of the U. S. 
advised Congress. Chamber spokes- 
man A. D. Theobald, president of the 
First Federal Savings & Loan Associ- 
ation, Peoria, Ill., blamed the 
called ‘tight money’ situation” on the 
fixed 444% interest rate on GI mort- 
gages, 

In a statement prepared for a hous- 
ing subcommittee of the House Bank- 
ing and Currency Committee, Theo- 
bald pointed out that mortgage rates 
necessarily are higher than those on 
high grade securities because of the 
cost of servicing and marketing mort- 
gages on large numbers of small 
units. 

“Under these circumstances,” he 
said, “the 44%4% ceiling on the (GI) 
mortgages has acted to limit the de- 
mand for these mortgages relative to 
that for other types of investments. 
If the interest rate was flexible,” he 
said, “there would be more money 
available for GI housing loans.” 
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now, in power tools, too, 


Remington, 


it’s right for you 


it’s right for 
your customers 


anyway you look at ¢ ...Remington Tools by Mall are right for everybody...right for every job! 


Never before such an opportunity! 

Now, the famous Remington name—known for quality in sporting 
firearms and ammunition for 141 years—is associated with the complete 
line of well-established, precision-built Mall power tools. 

Just think what that means to you in power tool sales! Build profit- 
able new business now by offering the complete Remington line of 
Mall Tools. The market is tremendous because Mall Tool Company, 
Division of Remington Arms Company, Inc., builds power tools for 
every need—farming, industry, construction and home workshops. 

A hard-hitting advertising campaign in 30 publications with a total 
circulation of 20 million will bring customers into your store—pre- 
sold on Remington! Better have a representative stock on hand. Don’t 
delay! Just fill out the convenient coupon. 


Remington 


Malt MALL TOOL COMPANY 


Division of Remington Arms Company, inc. 
25000 S. Western Ave., Park Forest, Illinois 
36 Queen Elizabeth Blod., Toronto, Ontario, Canada 





In Canada: Mall Tool Mall td., 
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Electric Drills in many capac- 


Belt and Orbital type sanders for r 
. ities. Precision-built. 


sanding with or across grain 


Specifications subject to change without notice 


MALL TOOL COMPANY, Division of Remington Arms Company, inc. 
Dept. D14A, 25000 S. Western Ave. - Park Forest, Illinois 


Please send your new power tool catalog with address of nearest 
distributor. 


Name___ 
Address___ 


CW Zone State 
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KRESGE MAKES MILLIONS 
FROM NICKELS AND DIMES § 





.and you can make sound profits from Gold Bond Acoustamatic 
Tile for ceilings like this in Kresge’s at South Bend! 


@ Are you getting your full share of the sales that 
come when stores like S.S. Kresge start modernizing? 
Here's the new Gold Bond Acoustamatic Ceiling that 
puts guiet into the office of Kresge’s store in South 
Bend, Ind. Can you think of prospects like this in your 
own towns 

Stores, offices, homes and factories —all these are 
‘paydirt possibilities” for your sound-conditioning sales 
when you stock Acoustamatic Tile. You'll sell it to 
remodelers, home builders, maintenance men and do- 
it-yourselters, too 
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Offer both New Regular Pattern and New Random 
Pattern Acoustamatic Tiles — both have a modern, clean 
look...both soak up distracting noise. And both have 
the improved new edge! Easier to staple... faster applica- 
tion... new flange design adds protection for all edges 
that show in the finished job. Staples penetrate further 
for firm support. 

Flame-resistant ivory finish saves painting; ¥” thick; 
12”x 12” or center-scored 12”x 24”. Call your Gold 
Bond® representative or write to National Gypsum 
Company, Dept. AL-47, Buffalo 2, New York. 


i: INSULATION BOARD PRODUCTS 


Gold Bond 


BUILDING PRODUCTS 


April 1, 1957, AMERICAN LUMBERMAN AND 





New and improved merchandising 
for household hardware 


STANLEY DOES IT AGAIN! 


NEW PACKAGING — NEW LAYOUT GUIDES 
EYE-CATCHING DISPLAYS 








Assures fast turnover of profitable 
household items 

e Promotes self-service 

e Groups related products 

e Easy to set up with layout guides 
supplied by Stanley 

e Compact merchandiser has hard- 
ware mounted on front and back 

















In this flexible setup, hardware can 
also be displayed on walls or around 
columns — wherever you can put a 
pegboard. Or, as in the past, you can 
display it on stand in vertical or hori- 


Thousands of dealers testify to the 
sales-increasing value of the N2 dis- 
play and Stanley’s household hard- 
ware. Typical comments are: “Best 
‘attractor’ we have.” ‘‘Like looking 
through a catalog.” 





zontal position. 


. .. presents colorful, attention- 


getting new visual packs 


Big Turnover, Big Profit 


If you already have a floor stand, you’ll want to order 
an N100 package containing complete information for 
converting to related groupings for increased sales. Or 
perhaps — like so many other dealers — you'll want 


a second stand to expose this fast-moving merchandise 
in two or more locations. In this event, simply specify 
an N102 package. 


Star attraction of this exciting program is Stanley’s 
new made-to-sell Visual Pack. Hardware and 
screws are firmly mounted on a stunning yellow and 
black, space-saving card . . . protected by a newly 
developed transparency that won’t crack, cloud, 
discolor or loosen. 

On the back of each card is all the information 
your customers need: name and number, where to 
use it, how to apply it, finish and materials. 

The hardware chosen for the program consists 


Take advantage of one of these Two Special 
Introductory Offers. 


New — N100 Package 

Retail value of stock 

List price N100 package , 
(you get hardware worth $16.65. . FREE!) 

Special Dealer Cost 


New — N102 Package 

Retail value of stock 

N-2 Floor Stand (a $20 value). . . 
List price N102 package 

Special Dealer Cost 


of 48 proven profitmakers plus 10 new “naturals.” 
Displayed on their eye-catching cards in Stanley’s 
recommended order — they’re sure to increase 


your sales. ; 
For further information, see your wholesaler or write 


Stanley Hardware, Division of The Stanley Works, 124 
Lake St., New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WwitTH STANLEY 


STANLEY 


BUILDING PRODUCTS MERCHANDISER 


This famous trademark distinguishes over 20,000 products of The Stanley Works—quality hand and electric tools, 
drapery, industrial and builders hardware, magic doors, aluminum windows, metal parts, chemicals, steel and 
steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany. 
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SIMPSON LOGGING COMPANY SHELTON, WASHINGTON 
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OPENS NEW HOME MARKETS 
MEANS LARGER PROFITS 


POWERFUL CONSUMER ADVERTISING IN... 


e SATURDAY EVENING POST 
e BETTER HOMES AND GARDENS Full pages 


e SUNSET in color 
Full page, color advertisements will appear in these mag- 
azines. Over ten million families, many of whom are 
your customers, will see these ads. 
Literature, point of purchase material, newspaper mais, 
and many other trade-tested sales aids will help you profit 
from Forestone. 
But you can’t profit from Forestone unless you stock it, so 
use the coupon below for further information about Forestone 
and the name of your nearest Simpson distributor. 


Simpson Logging Company 
1012 White Building 
Seattle 1, Washington 


Gentlemen: 
Please send me more information on Forestone and how it can boost sales for me. 


Also enclose the name of my nearest Simpson distributor. 


FIRM NAME 


ADDRESS... 
ZONE STATE 
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“EVERYTHING HINGES ON HAGER /’ 


C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street + St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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a] FENCE 


gives your customers 
fhese quality features 









































CFal Fencing is a favorite of thousands of Western from weak spots because it is carefully woven using full 
farmers and ranchers. And no wonder! Look at these gauge wires. Stay wires are wrapped four times at 
big advantages . .. then stress them when you talk to every joint. 


customers. You'll find they often clinch the sale for you. Js: PROPERLY-FORMED TENSION CURVES — The 
deeply-formed tension curves on CFal Fence do more 

Ji: HINGE JOINT CONSTRUCTION—Every joint of than keep the fence tight all year round—they point 

CFal Fence is flexible to prevent permanent damage if down and drain water off the fence more quickly. 

the fence is crushed by a heavy object... and to permit 

the fence to conform to the contour of uneven ground. 5. ATTRACTIVE APPEARANCE—CFa! Fence keeps 
its smooth bright galvanized finish long after it’s left 

2. DURABLE, UNIFORMLY THICK GALVANIZED Ji: store... improves the appearance of your custom- 

COATING—CFal Fence gives years of rust-free service ers’ property for years to come. 


because it’s coated with specially selected zinc to assure 
a tight, weather resistant galvanized finish. ot 0 VARIETY OF STYLES— You can fill customer needs 


exactly because CFal offers nearly 150 different types, 
3. FREE FROM WEAK SPOTS—CFa! Fencing is free heights and weights of woven wire fencing. 
Be sure you sell and recommend fencing that meets these six requirements—CFal Fencing. 
And don't forget that CFal offers a complete line of fencing materials to make your cus- 
tomers’ job easier—CFal BARBED WIRE .. . CFai BARBLESS WIRE... CFal CINCH 
FENCE STAYS ... CFal SILVER TIP STEEL FENCE POSTS... CFal NAILS & STAPLES. 





THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque « Amarillo « Billings * Boise * Butte « Casper « Denver « El Paso « Ft. Worth « Houston 
Kansas City « Lincoln (Neb.) * Los Angeles « Oakland * Oklahoma City » Phoenix » Portland * Pueblo P R 0 T E C TI 0 
Salt Lake City * San Francisco * Seattle * Spokane * Wichito 
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source 
for your... 


Uses Parking Lot 


HEAVY-DUTY To Sell Fencing 


Put your fence display panels, 

oan A 4 Dp W A Pe complete with prices, in your park- 
ing area. This idea has been used to 

REQUIRE MENTS good effect at the new Sacramento, 

Calif., yard of Steiner Lumber Co. 

The fence panels are placed just be- 
“LOCK-JOINT” TROLLEY TRACK hind the wheel bumpers in the park- 
and BALL BEARING DOOR ing lot. Customers driving in can’t 
HANGERS , miss seeing them, thus learning the 
| yard prides itself on supplying ma- 
ay} terials for fences of many designs. 





Designed for doors of all sizes and weights 
up to 3,000 ibs. Available in wide range of 
sizes and in “packaged” units that include 
all necessary hangers, track and hardware 
for door installations. Finished in long- 
lasting, weather proof “battleship gray” 
enamel. 


INDUSTRIAL DOORS, WEATHERPROOF BARN DOOR 


FIRE DOORS AND 
HARDWARE TRACK AND HANGERS 
The favorite of farmers 


Complete line of top-quality heavy-duty . : everywhere... easy- 
doors, electric operators, hardware and q selling R-W 36 self- 
fire doors (Underwriters and Factory is P cleaning type track is 
Mutual Laboratories approved for class : weather and bird proof. 
A,B, C, D, EandF openings). Enjoy added : R-W 423 hangers fea- 
profits . . . help yourself to a bigger i hj ture roller bearings and 
share of the heavy-duty door market ee lateral and vertical 

. every industrial plant and com- ie adjustment for easy, 


mercial building a prospect. R-W offers i q dependable operation. Converts Junk 
a size and type to meet your customer's 
exact requirements. Into Cost Cutter 


STUDDING SOCKETS A FULL LINE OF HARDWARE Spending $5 made it possible for 
J. C. Ames Lumber Co., Streator, 


Se Dee Ill, to abolish its inefficient, wood- 
, block and C-clamp stop for its cutoff 
saw and replace it with an efficient 
pipe-and-sleeve arrangement. 

“We picked up a collar fitted with 
R-W offers complete assortment of all types of a set screw in a junk yard and 
Eliminates cost of sill regen studding from rot swing door hinges, flush pulls, bow handles, stay welded an angle-i ron stop to it, 

— gn oe —— me 4 rollers, floor guides, bumpers, latches, hasps and says manager Jim Brown. “The 
restart : he caanae ne ppberciare rs door bolts. collar slips over a 2” pipe that runs 
val 1 é 0 ° q 
; the length of the saw table. 
Fee turk, hangers ond hard “This system has lessened the 


siiin idan didiiai © ey as possibility of error creeping into 
door operators you can rely on Ic ar s- | fee) 4 ane our precutting operation by elimi- 
0p coalinste 0 aetetie teats RICHARDS-WILCOX }, nating back-stop slippage,” Brown 
Pp provide com INDUSTRIAL & FIRE DOORS adds. “and the aw st a ae 
plete sotisfaction. Sell the MANUFACTURING COMPANY pOOOR MARDWARE aqads, an e new Stop | is easiel 
quolity line... enjoy added i dati h bie eeee nent Made fo each she and faster to set up. Saving a few 
minutes time on each individual set 


profits. Write today for your or =m ONG : ’ 
up adds up to substantial time—and 


Copy of Catalog A-9I-LP, 9.96 W. THIRD STREET, AURORA, ILL. * Branches in Principal Cities | Jabor savings.” 
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COUNTER DISPLAY CARTON 
TELLS "EM—SELLS "EM—ON GETTY CASEMENT OPERATORS 


Getty No. 4715 is an inexpensive angle-drive worm and gear 
operator for residential wood casements. It is precision built— 
handsome in design—lubricated for a lifetime of tough duty— 
Tells your customers how easy it quick and easy to install (each operator comes packaged with 
is to modernize their casements 
—replace obsolete staybars or 


worn-out operators—with this 
handsome Getty No. 4715 model. 


complete “do-it-yourself” instructions). 


Display carton is printed in striking yellow and blue. Contains 3 
right-hand and 3 left-hand No. 4715 Operators in attractive 
bronze lacquer finish. Carton is sturdy, compact, easy to set up on 
counter or shelf. Top folds back, presenting selling message to 
customer, as illustrated. 


Ask your wholesaler about this new money-making Getty dis- 
Eye-catching, colorful, this play now. 
counter carton’s a sales help that 
ties right in with Operation Home Getty Operators Are Used on More Casement Windows Than All Other Makes Combined 
Improvement— works to get you 
extra sales whenever a customer 


re tor 
comes into your store. H. S. 'GETI Y | & CO., INC. » 3348 NORTH 10th STREET + PHILADELPHIA 40, PA, 


Canadi epresentative: A. N. Ormsby Co., 23 Scott St., Toronto 
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NOW! 

STYLE AND COLOR IN 
ARMSTRONG 
TEMLOK TILE 





It's beautiful 
Armstrong Temlok Tile in the new “Decorator Style 100” will add 
smart style and color to any room. The attractive rose-tinted beige 
design printed on a snow white background offers your customers a 


handsome ceiling finish without further decorating expense. 


It’s easy to install 


Economical Temlok Tile can be installed over old ceilings without any 








mess, hides unsightly ceiling defects. Decorator Style 100 has a spe- 
cially beveled T & G joint that conceals nails or staples, speeds instal- 


lation, and insures a level ceiling. 


Call your Armstrong Wholesaler 
He can show you samples and tell you all about this decorative new tile 
and other Armstrong Ceilings. Call him today or write Armstrong 
Cork Company, 3704 Rieker Avenue, Lancaster, Pennsylvania. 











Armstrong 
BUILDING MATERIALS 








TEMLOK® ROOF DECK ¢ TEMiLOK SHEATHING « TEMLOK TILE ¢ CUSHIONTONE® CEILINGS 
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Here is a low-cost opportunity 
to get started in the profitable 
ready-mix field — or modernize 
or expand existing facilities. At 
a minimum investment you can 
now get this new Johnson transit- 
mix Econoplant, complete with ex- 
clusive Concentric aggregate- 
cement batcher. It complies with 
most rigid concrete specifications 
because cement is weighed on an 
individual scale, separate from the 
aggregates. Centrally-located, 
sealed hopper discharges cement 
within the aggregates, minimizes 
dusting and pre-mixes materials. 














Econoplant is ideal for clamshell 
charging — has large aggregate 
bin openings. Charging height is 
only 302 feet. Where desired, it 
can be arranged with belt convey- 
or, open-inclined or vertical-en- 
closed bucket elevator for aggre- 
gates, at additional cost — also silo, 
undertrack screw conveyor for ce- 
ment. Other optional accessories: 
bin signals, water batcher, water 
meter — and weather-proof elec- 
tric control panel for all plant 
motors (a package unit requiring 
only simple field wiring). See 
Johnson distributor or write now. 





C.S. JOHNSON CO., cHAMPAIGN, 


(Koehring 


ILL. Subsidiary) A8BW AL 


Send us literature on new transit-mix Econoplant 


NAME 
COMPANY 
STREET 
CITY 


CONCRETE PLANTS + BINS + HOPPERS 


TITLE 


ELEVATORS «+ SILOS + BUCKETS 
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CLDEALER POINTERS 


Pleated Plywood Doors 
Minimize Heat Losses 


Using fir plywood panels, simple 
shoring and a conventional barn 
door track, Carl Erickson built a 
14’-wide folding door for the car- 
pentry shop of Keen & Howard 
Lumber Co., Centralia, Wash. The 
large allows loaded trucks to enter 
the carpentry shop, yet closes at 
a flick of the wrist to prevent large 
heat losses. 

The door, which cost $55, was 
built and hung in six hours. Three 
of the door sections are 4x10 panels 
of 14,” plywood. The fourth panel 
was ripped to 2’ x 10’. This section 
is hinged to a double, 2 x 6 jamb. 

Framing for each of the major 
sections consists of two, 9’ 8” stiles, 
two 4’ top and bottom rails and a 
3’ 4” middle rail. Framing for the 
2’ x 10’ end section is a propor- 
tional equivalent of the 4’ x 10’ main 
sections. Fir plywood panels were 
applied with 5d box nails every 5”. 
Four sets of 4” strap hinges were 
fastened with *,”, #6 wood screws 
at each sectional joint. 

Hinges were alternated at every 
o.her door joint. The first set was 
fastened to the exposed framing; 
the next set to the paneled fram- 
ing and so on. As the doors slide 
open, the alternate hinge sections 
fold together. 

An ordinary trunk clasp fastened 
across the joint of the first two 
sections. When the door is shut, the 
clasp locks these two sections to- 
gether and prevent the entire door 
from buckling. 


SALES TRAINING 
for 
YOUR EMPLOYES 


One of the best methods is to show 
them the many fine motion pictures 
prepared for this industry. We have 
just printed a list of 130 films which 
makes selection organized, efficient. 
Every late movie from “ABC’s of Deco- 
rating” to “Woodworking Tools” is 
covered and fully described. Send in 
for your copy today, the price is just 
50¢. American Lumberman, Inc., 139 
N. Clark, Chicago 3, Ill. 
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NEIGHBORHOOD LUMB 


wre LESAL 
PLYWOOD 
HARDBOARD 
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Suburban dealers know 
it's smart 
to buy from jobbers! 


And smart dealers everywhere know the jobber as 
a prompt, reliable source of supply. He carries a 
complete and varied stock, which reduces your 
inventory problems. The jobber also helps you 
with his information about the local market, his 
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sales promotion ideas, his fund of general knowl- 
edge. And remember, your jobber can receive 
both Evaneer plywood and Evanite hardboard 
in the same carload. That’s another reason why 
it’s smart to do business with him! 
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now...lath and plaster | 


i 


i 
/ 


when you build with the | 
Three Keys to Stronger Plaster 
KEYMESH - KEYCORNER : KEYBEAD 





SELLING FOR YOU 


Advertising like this is constantly 
broadening your market for Keymesh, 
Keycorner and Keybead sales, in 
addition to the gypsum lath and 
plaster required. It will pay you to 
tie in now with the expanding profit 
opportunities of the Keystone line. 














are better than ever! 


Every day, builders and contractors are discovering 
the big advantages of building with plaster reinforced 
with Keymesh, Keycorner and Keybead. 

For example, Keymesh adds 50% greater fire safety 
to plaster ceilings in frame construction. It triples the 
fire endurance limit of open web, steel joist construc- 
tion. And when you fireproof steel beams and columns 
with Keymesh reinforced plaster, the reduction in the 
insurance rate soon pays for the fireproofing. 
Keycorner economically provides the extra strength 
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that takes the worry out of trouble spots like corners, 
wall-ceiling junctures and joints. 

Keybead allows exacting work on outside corners 
where ordinary beads fail. You save time and money. 

In addition to these hidden values, the Three Keys 
help make plaster even more beautiful, more easily 
adapted to any design requirement. 

For far better construction that costs very little, 
ask your plastering contractor to figure your jobs with 
the Three Keys to Stronger Plaster. 


t into a single, solid 
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work where ordinary corner bead fails. Keybead is straight, end 
to end. No waste. It’s easy to true up. And Keybead makes a 
solid plaster corner! Plaster is easily troweled through open 
mesh flanges to fill corner and completely embed every rein- 
forcing wire. Twenty-three gauge Galvanized steel nose—no 
other regular corner bead provides such protection against 
shock. Keybead is also available with solid zine nose for use 
in Ne ee 
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3 KEYS TO 
STRONGER PLASTER |} 
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KEYSTONE STEEL & WIRE COMPANY 
Peoria 7, Illinois 

KEYMESH * KEYCORNER + KEYBEAD + KEYSTONE NAILS 
KEYSTONE TIE WIRE * KEYSTONE WELDED WIRE FABRIC 
KEYSTONE NON-CLUMBABLE AND ORNAMENTAL FENCE 







Blaine Drake, architect 
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YOU GET AMERICA'S FINEST WITH 


Appalachian Hardwoods! 


The Appalachian area produces a fine type of Hardwoods—soft 
textured, easily machined, close, uniform grain—that is preferred 
by thousands of Hardwood users. Let this preference build sales for 
you, foo. Specify lumber, flooring and specialties of Appalachian 


Hardwoods. Consult the concerns on this page. 





“McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick, Ky. 





“M. E. Crisp Lbr. Co., Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods, 
Oak, Poplar, Beech, Maple, Ash, Hickory, Chestnut and 
other hardwoods, All facilities. 





“Cherry River Boom & Lbr, Co., Richwood, W.Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 





“Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension. 
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ALWAYS SPECIFY APPALACHIAN HARDWOODS 





*Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 


J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 


Manufacturers Appalachian Hardwood Lumber 





*The M. B. Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
“Century’’ Oak and Maple Flooring. 





Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut. Poplar, Basswood, Beech, 
Cherry, Mahogany and Lauan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 





*Member Appalachian Hardwoods 


Manufacturers, Inc. 
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WELDWOOD Paneling 


H. H. Norman lets customer sell herself on the beauty of the large samples of Weldwood Paneling. 


“$2925 in one order. 


It won't take you long to make your 
lumber yard “High-Profit Paneling 
Headquarters”! Not when you have 


the Weldwood Panel Parade dis- 


eee 


Mr. H. H. Norman, President, El Dorado 


Lumber Company, IE] Dorado, Arkansas. 


BUILDING PRODUCTS MERCHANDISER 


play to really sell paneling. 

Listen to Mr. H. H. Norman, 
President, E] Dorado Lumber Co: 
“Three weeks after installing this 
display, we sold one order of pre- 
finished Walnut Paneling, Walnut 
Trim and Walnut Doors amounting 


to $2925.78.” And Mr. Norman adds, 


“the possibilities (with the Panel 


Parade) are tremendous for not 


only increasing sales and profit, but 


i 
a 


“Wiles 
Weldwood 
PANELING ! 


A product of 
UNITED STATES PLYWOOD CORPORATION 
Weldwood—The Best Kn 1 Name 
in Plywood 


.. after we had this display only 3 weeks!” 


of adding more satisfied customers.” 

And this is no fluke! Dealers all 
over the country are reporting fan- 
tastic sales and profits with the 
Weldwood Panel Parade—a display 
that helps you demonstrate 67 types 
and species of paneling. If you want 
to get in on these big profits, con- 
tact your Weldwood representative 
right away. Or send the coupon for 


full information. 


United States Plywood Corporation 
55 W. 44th St., New York 36, N. Y. 


RUSH ME full 


packed Weldwood Panel Parade display plan 
AL4-57 


information on the profit- 
NAME 

COMPANY 

ADDRESS 
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with the Smith 
“Work Pony” 
you win every time! 


The perfect mixer for small plants 
Little” 31% truck mixer does BIG jobs fast 


Mounts on your single axle or tandem truck 


For thoroughbred performance, every time, 
the T. L. Smith “32” — work pony 
of the complete Smith line of mixers — 
is the odds-on favorite all over the country. 


If you furnish cement, and the 
nearest ready-mix plant is miles away, then add 
this new profitable service to local contractors. 
Or, if you’re already in the ready-mix business, 
you can branch out by adding one 
or two of the ready and willing Smith ‘“312’s.” 


Guaranteed to mix 4 full cubic yards * Low over-all height — 


fits portable and semi-portable plants 


WRITE FOR FULL DETAILS. 


The T. L. Smith Company 


2844 North 32nd Street, Milwaukee 10, Wis. 
711 Industrial Road, Lufkin, Texas 


Affiliated with Essick Manufacturing Company, Los Angeles, Calif. A8783-1P 
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For the sash you make or buy: 


use “PENNVERNON’”’ 


not Just “window glass” 











When you order glass for the window sash vou make. 


or buy sash with glass already installed, be sure to look 


for the colorful Pennvernon label. It’s your assurance 


that you are getting “window glass at its best.” 
Pennvernon has a brilliant, reflective surface with a 

finish that’s so smooth and even it resists the accumula- 

tion of dust and dirt, is easy to clean and resists scratch- 


ing. Its color is constant; it doesn’t fade or discolor. 


Fennvernon 


PAINTS - GLASS - CHEMICALS 


PITTSBURGH PLATE @@LASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


G 
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The next time vou buy sash or glass be sure to ask 
for Pennvernon—and look for the distinctive, eye-catch- 
ing Pennvernon label. It’s yours—and your customers’— 
assurance that you are stocking the finest window glass 
available. 

For more information on Pennvernon Window Glass, 
write Pittsburgh Plate Glass Company, Room 7190 


632 Fort Duquesne Blvd.. Pittsburgh 22, Pa. 


Window Glass 


BRUSHES - PLASTICS + FIBER GLASS 
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Reynolds continuing promotion of the TRIPLE PLUS 

— by four-color magazine advertising and network TV — 
has more and more homebuyers demanding this 

important extra value. They know this “extra” costs very 
little. They know the only time to get the TRIPLE PLUS 
job is while the house is building. So write this 
sales-clinching feature into your specifications — and 
promote it! Choose from the famous brands listed in the 
column alongside. Reynolds Metals Company, 

General Sales Office, Louisville 1, Kentucky. 








This is the Mark of Extra Value in insula- 
tion... by the makers of Reynolds Wrap! 


the TRIPLE PLUS of Reynolds Aluminum Foil — 
rele Micliilelectyclaclilem chime litem lich. TRIPLE PLUS: OF 


REYNOLDS ALUMINUM 


Reynolds Aluminum Foil reflects up to 95% 
of all radiant heat...cools a house as much 
as 15°...drastically cuts air-conditioning costs. 


| 


i 
i 
i 
; 
; 
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PLUS 2 THROWS BACK WINTER RADIA- 


TION! Properly placed in walls, in ceilings, under 
floors, Reynolds Aluminum Foil reflects house 
heat back inside...cuts fuel costs. 


{ ee THE FINEST PRODUCTS MADE WITH ALUMINUM ARE MADE WITH 


PLUS 3 mene oi CONDENSA- R EYN 0 L DSS8A LU M I *y U M 


TION! Reynolds Aluminum Foil is a positive va- © 1957 Reynolds Metals Company 
por barrier... protects homes against moisture 
damage just as foil packaging protects foods. 


* Trademark 
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These are the 
different ways the 
TRIPLE PLUS is used 


TYPE A 

This insulation uses 
the TRIPLE PLUS all 
oround: Reynolds Alu- 
minum Foil completely 
encasing the batt on 
all four sides, giving 
the full advantage of 
reflective foil. 

















TYPE B 


This insulation fea- 
tures the TRIPLE PLUS 
in another form: Rey- 
nolds Aluminum Foil 
one side; the other 
side a polished alumi- 
num pigmented coat- 
ing on kraft paper. 











TYPE C 


This type of insulation 
gives you the advan- 
tages of the TRIPLE 
PLUS in still another 
way...with a layer 
of Reynolds Aluminum 
Foil on one side of 
the batt. 











...in each of 
these famous-brand 
insulations: 

RED TOP 


INSULATING 
A 


j with THe 
TRIPLE PLUS” OF 
| REYNOLDS ALUMINUM 


RED TOP uses Type ‘A’ TRIPLE PLUS 


CELOTEX 


INSULATING BLANKETS 


with THe a. 
en 
REYROLDS ALUMINUM | 


CELOTEX. Types ‘A’ & 'B’ TRIPLE PLUS 


JN Ace INSULATION 
with THE (rote react 
| TRIPLE PLUS’ OF . _ 
REYHOLDS ALUMINUM | 
SPINTEX uses Type ‘B’ TRIPLE PLUS 
SEALFOIL 


GLASS FIGRE 
INSULATION 





Or ATURE CORR 
‘ 





wits THe 
| _ TRIPLE Paes" or 
 RevROLDs ALomEER 


SEALFOIL use uses a Type. rs TRIPLE PLUS 


BALSAM-WOOL 


With THE 
TRIPLE PLUS* OF 
REYWOLDS ALUMINUM 2 a 


BALSAM WOOL uses Type 'B’ TRIPLE PLUS 














LOF uses = ‘¢ TRIPLE PLUS . 
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LETTERS 





Readers "Lay-It-on-the-Line" 


Excerpts from some of the many 
letters received from manufactur- 
ers, wholesalers and fol- 
lowing publication of the editorial, 
“Laying It on the Line!” in the 
February 18th of American 
Lumberman. 


dealers 


issue 


Time to Organize 

To the Editor: I indorse your 
proposals in the editorial, “Laying 
It On the Line.” It is high time 
that this lumber business really 
became a unified industry. One 
single untrained salesman can fun- 
nel away thousands of dollars of 
business from the retail lumber 
trade and in turn, the jobber and 
manufacturer.—Earl Woodall, man- 
ager, Town & Country Lumber 
Yard, Evansville, Ind. 


Will Help 

To the Editor: We are definitely 
interested in assisting with this 
program you have suggested. I 
don’t know of a better way to en- 
courage more emphasis on mer- 
chantable construction. — E. J. 
Kusel, Versa-Products Co., Lodi, 
Ohio. 


Doing Something About It 

To the Editor: . On February 
1, we established a new department 
within our sales department for the 
express purpose of promoting, in- 
stigating, organizing and admin- 
istering package sales through our 
lumber dealers. 

A As we see it, the problem is 
not just simply one of getting our 
dealers to think in terms of re- 
modeling instead of new building, 
nor is it simply a problem of get- 
ting them to think in terms of more 
adequate gross profits. Actually, 
there is another facet—making it 
sasy for the ultimate consumer to 
buy. We have consistently made it 
difficult for people to buy from us, 
whereas in other fields of mer- 
chandising the buying decision has 
been made relatively easy because 
there was only one thing for a cus- 
tomer to do—sign his name at the 
bottom of the sales agreement. 

In closing, let me say again that 
we are highly sympathetic with 
your point of view and we are one 
manufacturer who is attempting to 
do something about it in our own 
way. — P. C. Johnson, western 
manager, Bird & Son, Inc. 


Should Start at Once 

To the Editor: I’m sure that all 
thinking manufacturers, wholesal- 
ers and retailers would  whole- 
heartedly back such a program. 
The American Lumberman or 
NRLDA should begin at once to in- 
terest the larger manufacturers in 
initiating such an Institute. 

The manufacturers not only have 
had the obligation to help us sell 
their materials, but are the logical 
choice because they are the smallest 
group in numbers, the largest in 
size and have the personnel with 
which to do the job.—Peter S. Ed- 
wards, Jr., Brookside Lumber & 
Supply Co., Library, Penna. 


Would Create Sales 


To the Editor: 
doubt but what your 
create a lot of sales for the dealer 
that we are now losing.—Paul R. 
Ely, Ely-Hoppe Lumber Co., North 
Platte, Nebr. 


Need This Program 

To the Editor: Judging from 
our own experience and that of 
several hundred other retailers 
with whom we do business through 
our wholesale company, basic sales 
training alone (without even con- 
sidering the complications of inte- 
grated package selling) seems to 
be more of a problem to us than it 
is in other fields of retailing. 
Frankly, I see no hope for progress 
other than through such a program 
as you are proposing Ed De 
Motte, West Lumber Co., Atlanta, 


Ga. 


there is no 
plan would 


One Suggestion 

To the Editor: Basically, I 
think your approach is both bold 
and correct. I have only one sug- 
gestion: 

One of the points which you wish 
to establish could be made just as 
well and just as strong if you took 
a positive rather than a negative 
slant. Instead of implying that 
companies now advertising to the 
consumer are wasting thousands 
of dollars, perhaps a little re-word- 
ing could bring out the same point 

-that thousands and thousands of 
dollars could be more effectively 
spent for advertising and_ ulti- 
mately for more sales and profits- 
if the ideas in this editorial were 
recognized and more actively pur- 
sued.—Jack R. Aldrich, manager, 


Building Product Sales, LIFE. 
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A Self-Contained Five-Piece Unit in One Master Frame 
Available Either KD or Assembled 


—lS= er ene ° 

This is the new sliding window developed expressly 
for builders. It is designed to look better and work 
better. It. provides a real plus to help sell homes 
faster. Its ‘‘five in one’’ construction incorporates 
two prime window inserts, two storm inserts and 
one screen insert—all self storing and all remov- 
able from inside the house. Distinctive, horizontal 


= |_————_———I Te Ce-st-oWecbele Me ltbecle)(ME-> enable (ce MecVittesltelttes Meee cinat len 


es ACoeM st Melulel-melpirciacbelebbel-MmecLinme-tele Meevehy-el(oeac 
to any home, for years and years. 



































Storm inserts sealed top and bottom with lubricated 
vinyl—prevents rattling—and assures closure. 


Prime sash weatherstripped with flexible stainless 
steel and zinc for friction-free operation. 

Exclusive front and rear track weepholes provide 

adequate drainage. 


“True locked’’ mitered corners keep window square— 

assure easy sliding of inserts. 

Exclusive ‘Fixing Bar’ prevents possible distortion. Aluminum Extrusions for 
Nailing fin properly punched for easy, quick installation Home and Industry 

Set it—nail it—forget it. 


Call, Write or Wire Today 


WINTER SEAL CORPORATION « 14584 Meyers Rd. Detroit, Mich. © Phone VErmont 8-7500 
WINTER SEAL OF CANADA ¢ TORONTO 15, ONTARIO 
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N EVAMAR (lo-it-yourself 


rojects mean ready-made business 


WE TELL ’EM in National Advertising 
YOU SELL ’EM all Material they Need 


These easy do-it-yourself projects are being featured 
in Good Housekeeping Magazine—read by 

millions! Thousands of inquiries pour in from these 
readers. To each we send complete working 
plans and instructions, lists of materials needed 

and the name of their nearest NEVAMAR dealer. 

Put your name on that list and cash in on 


STEP TABLE this extra, profitable business. 


Free! 
SALES AIDS 


As a NEVAMAR dealer, you'll 
be supplied with colorful 
banners, counter displays, in- 
struction folders, newspaper 


The Prefinished Surfacing Material With a Thousand Uses 


mats—numerous aids to make 
selling easier for you. 


te ts 


NEVAMAR 


> a high-pressure laminate surface 
> designed for long life 
and lasting beauty 
> resistant to cigarette burns 
> withstands boiling water 
> won't craze, crack or 
peel in normal use 
ae > not affected by alcohol, 
has earned this seal fruit acids, ammonia, : 
Laaroegrionrsy, OFdinary ink . . . oF time 
"Guaranteed by “\ > easy to clean 
Srod Housekeeping) + never needs painting 


45 anvennsie WS 


NEVAMAR conforms 
to NEMA specifications 
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NEVAMAR is easy to use for any man 
who can handle a hammer and saw. 
It’s ideal for furniture, sink tops, bath- 
room vanities, and wall panels. Do-it- 
yourselfers thrive on it! You'll sell 
NEVAMAR to builders and contractors 
—to everyone engaged in building or 


remodeling. For NEVAMAR is a _ high- 
pressure laminate with endless applica- 
tions. In 68 different colors, patterns 
and wood-grains, it keeps its beauty 
thru the years with a minimum of care. 
NEVAMAR packs a powerful sales-punch 
for every dealer who stocks it. 


DEALERS: Write Today For All The Facts About NEVAMAR 


We'll be glad to tell you how you can become a bona fide NEVAMAR dealer—and 
headquarters for all the NEVAMAR business that’s being created in your area. 


NEVAMAR DIVISION: 


@ Z% NATIONAL Git Becactt Coren 


Saran and Nylon Filaments — Neva 
ODENTON, MD. ° NEW YORK, N. Y. 


a 


nar High-Pressure Laminates — Wynene Extruded and Molded Products 
LOS ANGELES, CALIF. « MIAMI, FLA. 


Charlotte, N. C.: 5640 Wedgewood Dr. ° Memphis, Tenn.: 1008 N. Watkins e Indianapolis, Ind.: 6479 River View Or. 


Chicago, Iil.: 4900 W. Madison St. 


San Francisco, Calif.: 115 New Montgomery St. © Portland, Ore.: 8614 N. Crawford St 
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Special Editorial 





What Will the Yard of 1970 Be Like? 


Art Hood forecasts that the industry should anticipate: 


Self-service will become widespread. 


More women employes handling most cash sales. 


Warehouses functioning as “secondary stores.” 
New, successful techniques for working with contractors. 


More materials, plus labor deals. 


At the luncheon celebrating Art’s 
50 years of service to retailers of 
lumber and building materials, the 
editors asked Mr. Hood for his 
conception of the lumberyard a 
dozen years hence. Here is the yard 
of the future as he sees tt. 


By Art Hood 


The lumberyard of 1970 will be 
a retail selling machine—a depart- 
ment store of merchantable con- 
struction. It will not only sell every 
material that is needed for residen- 
tial and farm construction, but will 
merchandise the packages of mate- 
rials, plus construction labor. 

The main store and office building 
will be designed to please the house- 
wife and mother, who generate the 
demand for improved housing. 

The plant will be situated on 
desirable real estate. The ideal loca- 
tion will be where two trunk high- 
ways intersect or a major corner 
on one of the main trunk highways. 
It will be located in an area with 
considerable growth potential. The 
ground space will be from two-and- 
a-half to five acres and ample space 
for off-street parking will be pro- 
vided between the side and the 
front of the building and the roads. 

The building itself will be on 
raised ground so the glass front of 
the store will be visible from the 
road over the tops of the parked 
cars. Plate glass to ceiling height 
will surround two sides of the 
store, facing the highly-traveled 
roads. 


More self-service. As the cus- 
tomer enters the store, his eyes will 
be greeted with counters and 
islands of impulse merchandise, 
which has been found salable at a 
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profit in lumber, hardware, paint 
and outdoor living stores. 

All this merchandise will be 
priced and packaged for the buyer 
to take with him. Self-service will 
be encouraged, but there will be 
sufficient floor personnel to combine 
self-service with related selling. 

All store and office personnel 
will recognize the customer is king 
and that no matter what else they 
may be doing, it must be dropped 
and customers taken care of imme- 
diately. Women employes will pre- 
dominate in the front section of the 
store and they will be trained to 
qualify customers as to whether or 
not they are interested in “big 
ticket” home improvements or a 
new home. 

If the latter, the “store” sales 
person will escort them to the Home 
Planning and Improvement Center 
where they will be introduced to 
competent construction package 
salesmen. 

Six basic zones. The store and 
office building will have six sec- 
tions: (1) impulse merchandise at 
the front of the store, (2) Home 
Planning and Improvement Center, 
(3) accounting, private offices, rest 
rooms, architect or draftsmen quar- 
ters and salesmen’s closing rooms, 
(4) a contractor’s room with sep- 
arate entrance, (5) an area for 
plumbing, heating and electrical 
equipment and (6) an assembly 
room for educational meetings, em- 
ployes, contractors, mechanics, 
women’s groups and civic organiza- 
tions. 

Probably a_ split-level or two- 
story building will be required. 
Maufacturers’ displays of brand 
name items will back up to the 
walls of the public room and large 
surfaces of the walls themselves 


will demonstrate various wall treat- 
ments the merchant sells. 

The Home Planning and Im- 
provement Center will be adjacent 
to a model of the latest in kitchens 
or other home improvement pack- 
ages. The center itself will be 
equipped with plan books, eleva- 
tions, house models, colored slides, 
projectors, small and large screens, 
literature and every form, blanks 
and sales tool needed to do a crea- 
tive selling job. 

Immediately behind the store, 
would be a warehouse for all the 
types of materials normally handled 
in a lumberyard except lumber, 
mason supplies and hard materials. 
At a rear corner of the warehouse 
might be a small shop for cutting 
and glazing. 


Warehouse sales area. The 
store and warehouse will be con- 
nected so that the warehouse can 
be used as a secondary store for 
roofing, siding, insulation, short- 
length items, wallboard and _ all 
other bulky items, which the con- 
sumer could take with him. 

This warehouse would have a 
corner section with windows over- 
looking the yard, where the ship- 
ning clerk and yard superintendent 
will have their offices. Traffic will 
flow freely between this section, the 
contractors’ service room, the ware- 
house and store. 

Exterior buildings will be gov- 
erned by climatic and community 
needs. Generally lumber sheds will 
be for two purposes—the storage of 
the better grades and broken lots 
of other materials used to fill small 
orders. Materials requiring protec- 
tion from the weather will be 
housed in closed sheds. 

The main lumber storage will be 
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Being erected by C. B. Nettleton, Inc., Covington, Va. 


Designed by James N. Lindenberger, American Lumberman’s 


Architectural Consultant 


Virginia Yard Anticipates Art's Ideas 


Location—At a stop light corner intersection of a main through 
street, four blocks from downtown Covington. 


Parking—Space for 28 cars in off-street area at right side of 
new store. Service shed at rear, right, for pick-up sales. 


Structure—Uses 50’ glued laminated beams, 10’ on centers with 
exposed plank decks 
with I'/2” glass fiber insulation above and 4-ply built-up 
asphalt and white crushed stone roof. 


specially designed timber posts; 4” 


arranged for mechanical handling 
and will have a pole type shed with 
a roof only. Rough lumber will be 
protected from the elements by 
wrapping. A section of the yard 
will be devoted to jig tables and 
other facilities for the yard fabri- 
cation of trusses, floor, roof and 
wall sections and precut buildings 
that are marketable in the local 
trading area. 

The slogan of the operation will 
be something like this, “If it is 
needed for home building and home 
improvement, we have it—and on 
easy terms, too!” 


Contractor policies. This yard 
will adopt one of two policies about 
contracting—it will either actually 
take building contracts itself or it 
will organize the deals to the point 
where the contract is signed be- 
tween the owner and the contractor 
and then secure a “disbursement 
and assignment of proceeds” form 
from the contractor simultaneously 
with the signing of the contract. 

In other words, the dealer will 
completely control the sale just as 
if he were in the contracting busi- 
ness, although he may side-step the 
actual contract itself. This 70% of 
the volume will not be competitive 
in the customary sense. The con- 
tractors will not receive their mate- 
rial lists on this 70% of the volume 
until after the contracts have been 
signed. The other 30% of the vol- 
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Store layout—40 x 60’ retail area with fixtures for paint, hard- 
ware, tools and related building items. Also 30 x 30’ plan- 


ning center for building material samples, kitchen displays, 


remodeling items. Business office, 40 x 40’ adjoins the store- 
showroom. Second floor has meeting room and conference 


facilities. Basement for utilities and employe use. 


Outdoor patio area—For sales and display of seasonal garden, 
tool and furniture items. 


Warehouse & shed area—Mi|l—existing facilities to remain. 


ume will be the usual competitive 
contractor business. 

One of the unique features of 
this operation will be the fact that 
a part of the surplus will be con- 
tinuously invested in building Itos 
suitable for new residential build- 
ing and the dealer will make it a 
point to control the sale through 
the lot supply which he has avail- 
able. 

Sell material plus labor. To- 
morrow’s dealer will recognize that 
he is selling labor as well as mate- 
rials and he will have a perpetual 
inventory of available labor. To 
accomplish this, he will open a card 
record for every building mechanic 
in the area, who is interested in 
doing the work on the end-use 
package the dealer sells. 

In reality, this store will be a 
department store of building and 
the dealer will sell practically every- 
thing that has to do with making a 
better home except furinture and 
household supplies. 

Summarizing, this “super” mar- 
ket of the 70’s may have: 

A centralized inventory of all products 
needed to serve the local housing market. 


A scientifically determined turnover in 


each classification of items 


A staff architect with ass 
tectural department. 


tants in an archi- 


A real estate departm servicing lots, 


rentals, and "trade-ins." 


An insurance department with all types of 
housing and construction insurance. 


A branch of a real estate loaning agency, 
insurance company or building and loan de- 
pository. 

A counter merchandise division with hun- 
dreds of housing appliance items and “im- 
pulse” items offffered to the shopper. 

An inventory of new homes for sale in 
various price brackets in demand locally 

A line of prefabricated and partially fabri- 
cated buildings. 

A "labor" sales department to meet the 
demand when the primary call is for me- 
chanics. 

An organized and loyal industry service 
group not on the payroll, but feeding on the 
labor sales made by the company. 

An industrial sales department. 

A_ materials department 
heavy construction trade. 


servicing the 


Ample sales personnel to cover all markets 
and their potentialities. 


Advertising and promotional personnel 
adequate to back up the sales organization. 

A custom-built new home sales division. 

A structural improvement sales division. 

A farm sales division. 

Specialty departments such as insulation, 


plumbing, heating, paint, electrical work, mill- 
work, flooring, sheet metals, hardware, etc. 


The operation will constitute a 
sales headquarters for the entire 
local merchantable construction in- 
dustry and the dealer will be the 
best customer of local contractors. 
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KITCHEN UNIT shown at right, 
being demonstrated at recent 
NRLDA Exposition, is leading 

modular "component" which 
allows flexibility plus efficiency 
for builder sales. 


VARIETY OF PRODUCTS which 
can be sold as a “package” 

is illustrated in the model kitchen 
in AMERICAN LUMBERMAN's 
model store at the recent 


NRLDA Exposition. 








Installment No. 2 


“Big 














Tickets” 
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THE KITCHEN BUSINESS 


Your glamour package 


WEATHERED WOOD BEAMS 
and planking, with double 
adobe brick walls that con- 
tain built-in oven, refrigerator 
and freezer, give warmth to 
“Western Kitchen" design 
at left. Laundry appliances 
and electronic cooking cen- 
ter also included. Lumber 
dealers can capitalize on 
trend to kitchens like this. 


—Courtesy, Hotpoint 


When the master designers created today’s kitchen 
trends, they must have had retail lumber dealers looking 
over their shoulders. Because, as illustrated at left, every 
idea now in vogue is “milk and honey” for the lumberman. 
For example: 


e The newest kitchen designs exhibit the warmth of wood 
paneling and wood beams. 


e Modular pre-wired appliance-sink units are in reality 
“component house parts” and thus can be most efficiently 
retailed to builders by lumber merchants, together with the 
dealer’s component roof trusses, wall and floor panels, ete. 

. selling “parts” instead of “pieces.” 


e Built-in appliance production continues unabated, with 
major producers channeling distribution through retail lum- 
ber dealers. 


To this bonanza, lumber dealers are responding with 
enthusiasm. Some 600 dealers — a record attendance— 
jammed the Kitchen Clinic at the recent NRLDA Exposition, 
for example. 


It makes good sense. Besides new home business, the 
kitchen is today’s “glamour package” for home moderniza- 
tion. As many dealers know, “package” selling may involve a 
few headaches—but it circumvents price-cutting to a great 
extent. And the lumber retailer has the advantage of one- 
stop service—who else can sell cabinets, appliances, counter- 
tops, floor-ceiling-wall treatments plus personal service on a 
single ticket? 

On the following pages, and in the next issue of American 
Lumberman, are valuable tips on dealer kitchen sales 
practices. 


The Editors. 

















upgrades sales 


KITCHEN BUSINESS 


continue 


The kitchen is rapidly becoming 
a part of the modern home’s “living 
area.” In homes of the future, they 
will be larger, often flowing into 
an all-purpose family room. The 
hemmed-in kitchen is outmoded. 
Concurrently, separate dining rooms 
are coming back for formal use, 
along with parlor-type living rooms 
for adult entertainment. 

This means that the kitchen will 
consume a greater share of dollars 
spent in new construction. The deal- 
er who is equipped to plan and sup- 
ply modern kitchen “packages” will 
get a more substantial share of the 
housing dollar. 

The design trends also mean an 
increased market for custom-de- 
signed remodeling — planned and 
sold by people who know building 
materials; who can modernize by 
means of new appliances; and new 
cabinets; and new walls, new ceil- 
ings, new flooring. 

What is more, if this design trend 
is fully merchandised it can mean 
multi-room remodeling, rather than 


Xs F 
ge 
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the kitchen alone. For example, a 
$2,300 kitchen remodeling job was 
upgraded to a $16,000 moderniza- 
tion project for one customer of 
Baumgart Lumber Co. in Blooming- 
ton, Ill. ... and that type of busi- 
ness can and is being developed 
by alert lumber dealers everywhere. 


Dealers who provide home plan- 
ning service should make certain 
that planners are fully aware of 
the family kitchen development, so 
that house plans which include 
more dealer products (such as wall 
paneling) in the kitchen can be 
recommended. 


And, as lumber retailers adopt 
the package kitchen sales tech- 
nique, many specialty lines such as 
floor tile can be sold on a volume 
basis, rather than as a sideline to 
do-it-yourselfers. This is the way 
to successfully compete with spe- 
cialty applicator competition. 


Away from the Straight-Away. 
Stylists point out that tomorrow’s 


—Courtesy, Republic Steel, Frigidaire. 


CUSTOM PENINSULA FROM STOCK CABINETS is suggested 
above, cabinets coordinated with leading brand of surface cook- 
ing units. Note the ‘square look,’ which gives a “built-in” ap- 
pearance, although the appliances can actually be free-standing 


units. 
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Swing to family kitchen 


kitchen will be designed for cook- 
ing, eating, sewing and playing. All 
appliances will be integrated, treat- 
ed as a single “component.” The 
peninsula, or island, where built-in 
surface cooking units are housed, 
have a secondary function of sepa- 
rating the cooking and living areas 
in the kitchen. 

The ultimate in island design is 
a kitchen recently pictured in Life, 
which consists of a wide circle of 
islands centered in a huge family 
room. But elaborate or modest, 
where kitchens are “lived in,” they 
need plenty of wood paneling, plank 
flooring, other materials previously 
confined to other rooms. 

While the trend is to take cabi- 
netry away from straight wall place- 
ment, the cabinets and built-in ap- 
pliances themselves are designed 
with straight, square lines today, as 
shown below. 

See following page for pictures of 
appliance-sink component or mod- 
ular units, the newest idea in 
kitchen equipment. 


—Courtesy, Copbes, Inc. 


REVOLVING ISLAND unveiled at NAHB Exposition, containing 
facilities for cooking, food preparation and storage. It is prob- 
ably the most advanced application of "island" concept. Labeled 
"Cyclorama," it revolves on 3!/2"" fixed center column. Work 
surface measures 64" in diameter. 
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HOTTEST procean 


IN IN HARDWARE 
MERCHANDISING 


‘only this sturdy self-service package offers all 


tliese time-saving, space-saving advantages! 


HANDY, COLORFUL BOX WITH CLEAR ACETATE COVER 
PERMITS CUSTOMER TO SEE AND EXAMINE PRODUCT 


STIMULATES IMPULSE SALES, SAVES CLERK'S TIME... 
MAKES SALES EFFORTS MORE PROFITABLE 


SLIDE COVER IS EASILY REMOVED. STURDY BOX CAN BE 
REUSED ON THE COUNTER ... IN THE HOME 


"SELECT-A-PAKAGING" REQUIRES 60% 
LESS SPACE. INCREASES PROFIT 
PER SQ. FOOT OF SHELF AREA 


THREE-DIMENSIONAL PACK- 
AGE STACKS EVENLY, PRO- 
VIDES NEAT, INVITING DISPLAY 
APPEARANCE AT ALL TIMES 


Write for illustrated Catalog-Price List No. 256. 


LEADER IN HARDWARE MERCHANDISING 


NATIONAL LOCK COMPANY 


Rockford, Illinois 


— 4 
Merchant Sales Division —2 s2Ccy af =D ls]} wy 


CABINET TIONAL BUILDERS SASH CACIIET FURNITURE SCREWS 


HARDWARE Wocxse's HAROWARE HARDWARE LOCKS CASTERS AND BOLTS 


— 
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KITCHEN BUSINESS 
continued 


=" 


Control the kitchen sale by selling 


“In 1954,” says Ed Thise, Thise 
Lumber Co., Lafayette, Ind., “we 
launched our appliance line by sell- 
ing 50 units for the year. In 1955 
we sold 150 units. Last year our 
count was 400 units. 

“Amazingly enough, we sold this 
volume without a model kitchen or 
a kitchen planner on our staff! 

“Now, with the changing build- 
ing market, it is evident that we 
will not be able to continue our ap- 
pliance sales at the present rate 
unless we get into the kitchen busi- 
ness. So we are scouting for a 
kitchen salesman. And we hope soon 
to complete full-scale model kitchens 
in our store.” 

Ed Thise’s situation in Lafay- 
ette is typical of the status of 
kitchen merchandising in countless 
yards from coast to coast. Almost 
all dealers sell cabinets; many sell 
kitchen specialties such as fans and 
hoods; many sell appliances. But all 
too often these have been retailed 
only on a self-service or “order” 
basis by the unit—in a highly com- 
petitive price struggle. 

To step up related selling and 
to control price competition on in- 
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dividual products and materials, 
many dealers now promote a “pack- 
age” program with easy installment 
plans, management of installation. 
The emerging need for a strong 
home modernizing business to off- 
set stabilization in new housing 
brings new importance to the kitch- 
en as a package. 


What you can sell. The kitchen 
display above, which was featured 
in the American Lumberman Profit- 
Maker Store at the 3rd annual 
NRLDA Exposition, is a_ typical 
case in point. 

It is only a modest kitchen, but 
lock what it wraps up for a pack- 
age sale: cabinets, counter-tops, 
hardware, built-in appliances, light- 
ing fixtures, hood and mixer; floor, 
ceiling, wall finishes. Exhaust fans 
and other specialties can be added 
in most cases. 

It's a specialty. Merchandising 
a kitchen “package,” rather than 
individual cabinets, appliances or 
specialties, means that the dealer 
must become a full-fledged kitchen 
specialist. And a kitchen specialist, 
if well-trained in construction, de- 





the package’ 


sign and salesmanship, is like an 
architect—that is, people will listen 
to him (or her) with respect and 
will usually follow his recommenda- 
tions. 

In other words, by selling a 
“package” you can get complete con- 
trol of products and materials, labor 
and profits. It means you use crea- 
tive salesmanship rather than price. 
The average package kitchen in 
modernization today will retail from 
$1,000 to $3,500, upwards to $6,000. 
FHA Title I paper is popular and 
available. 

As a rule of thumb, you can figure 
that in a market area of less than 
a million persons, a full-time kitchen 
specialist can produce $75,000 worth 
of retail big-ticket business, includ- 
ing labor. 

A small rural dealer, of course, 
cannot afford a full-time kitchen 
man; but somebody on the payroll 
can be trained to perform the func- 
tion on a part-time basis. In most 
markets, the kitchen potential de- 
serves a special salesman. 


Basic merchandising. The sales- 
man, who must work primarily on 
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she runs 
the world’s 
toughest 
testing lab 


Re ; 
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sold on easy cleaning MATICO ‘flooring 


IP SERIA PCR AC UNLOMAL ROR RLU TY Yep LION tO 


She's the expert — the one who judges flooring where it gets the most abuse — right in her 
own home. And she buys the products that lighten her burden. No wonder so many millions 
of women choose MATICO tile flooring. MATICO resists scuffs, dirt, grime . . . lasts for 


years .. . adds beauty to any room. Another reason why it pays you to handle MATICO. 


c Tile Corp. of America 


MASTIC TILE CORPORATION ASME Poot $4, Box 986, Newburgh, N.Y. 


tae ey Please send me free samples and full information about profit- 


OF AMERICA * ane) able MATICO Tile Flooring. 


Good Housekeeping 
Houston, Tex. Joliet, Ill. «Long Beach, Calif.» Newburgh, N.Y. [sant Name 
Address 
Rubber Tile ¢ Vinyl Tile ¢ Asphalt Tile ¢ Confetti ¢ Aristoflex 
Parquetry ¢ Maticork e Cork Tile ¢ Plastic Wall Tile City Zone State 
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REVOLUTIONARY! 


LoManCo Sectional Louvers 


Sections of a large louver are assembled quickly using 


slip-joint fasteners to hold them together 


Typical variations using sections as parts 
of triangular ventilators 


Separate sections can also be used alone or 
as parts of odd-sized louvers 


bly and i 





Complete 


Even a large model is easy for one man fo 
handle and install without any assistance 


Introducing an entirely new concept of louver design 
and ———-. Louvers made up of sections— which 
can be used in different combinations to make up venti- 
lators with from 21 to 614 sq. inches of free area, from 
2 to 12 feet in base length . . . which can be easily as- 
sembled and installed by one man in a few minutes . 
which can be installed in the rough opening either as 
one unit or piece-by-piece! 


AN AMAZINGLY VERSATILE NEW DESIGN 


By combining the 8 basic 2 ft. sections of the new Lo- 

anCo Sectional Louver in different ways, a builder 
can make up over 25 triangular and odd-sized ventila- 
tors. Automatically, when a builder has one set of these 
versatile louver sections he has a ventilator for use in 
any one of a hundred different ways—for standard 

ble end installations . . . for problem type, hard-to-fit 
installations. No other product on the market answers 
so many ventilating needs so well. 


A QUALITY PRODUCT 


New LoManCo Sectional Louvers are made of heavy 
gauge, rust-proof aluminum. Each section is completely 
assembled, and comes with 8x8 mesh bug screens in- 
stalled. When sections are to be used together, specially 
designed aluminum slip-joint fasteners fit over the 
flashing edges, holding sections firmly together. 


AVAILABLE IN COMPLETE SETS 
OR BY INDIVIDUAL SECTIONS 


New LoManCo Sectional Louvers may be purchased in 
complete 8 piece sets, by individual sections, or in 2, 4, 
or 6 section sets to meet spec ific ventilating needs. T’ hey 

are available for both 4” and 5” rise per ft. roof pitches. 


Get all the Facts about the building industry’s most revo- 
lutionary new idea in ventilation. Ask your jobber or 
dealer for complete information, or write today for 
literature and details. 


of this 8 foot, 4 section model was completed in only 8 minutes 


WORLD'S LARGEST EXCLUSIVE LOUVER MANUFACTURER 


LOUVE 


3603 


MANUFACTURING & SUPPLY COMPANY 


WOODDALE AVENUE « MINNEAPOLIS, MINNESOTA 
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KITCHEN PACKAGE 


(begins on page 42) 





home calls, needs to be backed up 
by display and advertising. One 
wood kitchen and one metal kitchen 
is ideal for display. These should 
be changed from time to time, as 
new models are marketed. Appli- 
ances should be hooked up for dem- 
onstration: your local gas and elec- 
tric utilities will help you conduct 
group demonstrations for women’s 
clubs, ete. 

Many lumber dealers today al- 
locate 3% of anticipated sales to 
advertising. All kitchen product 
manufacturers offer ad mats and 
other sales aids. Most appliance pro- 
ducers also provide cooperative ad- 
vertising allowances. 

When a builder opens a home 
which includes your appliances, 
work up a cooperative ad with him. 
These ads will promote both the 
builder’s home and your products. 
Your manufacturer will help you 
pay for your share. 

Remember that the best ads are 
those which create a specific desire. 
Packaged kitchens provide you with 
this advertising ingredient. 

Steps in kitchen planning. First, 
accurate measurements of the pros- 
pect’s kitchen must be made. Then, 
ascertain the cabinet types, appli- 
ances, etc. Some dealers then make 
perspective drawings of the pro- 
posed new kitchen. For effective- 
ness, the salesman can snap a black- 
and-white photo of the old kitchen. 
then compare it with the colored 
perspective of the proposed modern- 
ization. 

After you have instigated the 
sale, there are eight ways to handle 
the installation. Four of these give 
control of the profits to the con- 
tractor; four give control of the 
profits to the dealer. See page 46. 


Kitchen “Extras” 


be obtained by thoughtful 
ties kitchen planning, such 


Built-in ovens, ranges, refrigerators. 
Range hoods. 

Ventilating fans. 

Built-in food mixers. 

Wastepaper chute to basement. 
Clothes chute. 

Package-and-milk receiver. 
Built-in music system. 

Built-in television. 

Storage for mixer, knife holder. 
“Lazy Susan" corner cabinet. 
Pull-out towel racks, cleaning aids 
Automatic dishwasher; disposal unit. 
Brush-spray for precleaning dishes. 
Cabinet for dishes. 

Automatic time clock. 

Switch panel for electric fan, light 
Linen cabinet in kitchen. 
Translucent plastic paneling. 
Acoustical ceiling tile. 

Wood paneling. 

Wood beams. 

Luxury wallpaper. 


e@6 6 423 2 @ 
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SUPERBLEEN 5 ‘prush Department Inventory Control 


is ‘Profits Insurance” for this 5-store network! 


It’s the ultimate in cooperation and service when a 
company representative is willing to both set up and 
keep your inventory records for you, says C. N. Ellzey, 
Jr., General Manager of Ellzey Bros. Hardware Stores 
— one of the Gulf Coast’s largest and fastest-growing 
networks. 

“Our Superkleen P.B.M.C. (Paint Brush Merchandis- 
ing Counselor) keeps accurate records in each store's 
Superkleen Brush Department Inventory Control Book 
so we always have a well-balanced stock for profitable 


CHECK THESE PROFIT-BUILDING SALES HELPS 


in Superkleen’s Dealer Cooperation Program: | # 


Exclusive Mulfi-ltem Merchandisers 
Dynamic Sales-Mobile @ lady Sue Self-Merchandiser 
Sellagram — Your Bi-Monthly Merchandising News 
Profit-Protecting Brush Department Inventory Control 
Complete Selling Guide for Retail Salespeople 
Brush Tips Folder and Dispenser ® Brush Selector Chart 
Self-Selling Space-Saver Display Vendors 

See Your Superkleen P.B.M.C. — or write for details today. 


SUPERBLEEN 
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turnover,” Mr. Ellzey says. “There's more time for sell- 
ing and we never run the risk of losing a good custom- 
er to a competitor because of being out of stock.” This 
is just one of the services of a Superkleen P.B.M.C. — 
«ho gladly shares his broad knowledge of merchandis- 
ing, store management, and selling with Superkleen 
dealers. It is part of Superkleen’s continuous Dealer Co- 
operation Program which Mr. Ellzey says “is the best in 
the industry — one reason we handle Superkleen Brush- 
es 100°%.” 





ROLL UP RECORD ROLLER SALES WITH 
the industry's fastest selling rollers 


Meet all competition with bargain-priced Sryle- 
craft Paint Rollers for promotions and the 
high-quality Superkleen Paint Rollers for 
those who want top-grade equipment. Super 
kleen now available in both 7” and oversized 
9” widths. Wider rollers also equipped for 
30” extension handle. Ask your Superkleen 
P.B.M.C. for prices or write to the address 
shown below 








DIVISION OF DEVOE & RAYNOLDS COMPANY, INC. 
DEPT. L-27 PRINCETON, INDIANA 


le No. 24 on Coupon, page 108. 

















KITCHEN BUSINESS 


continued 


The key to kitchen PROFITS — 


dealer control of installations 





8 Ways to Handle Big-Ticket Sales 





Methods compiled from Art Hood’s Management 
Workshops for Lumber Dealers 


% of dealers 
using method 





Encourage customer to find some contractor, but try to 69% 
divert job to one of your cooperating contractors if it 

seems to be going to a competitive contractor. Highly 
Recommend cooperative contractors for owners needs, and 60% Competi- 
work with contractor and customer in developing the deal, tive 
sharing the responsibility with contractor. aeons 


Dealer 
Profit 


Areas of 
Contractor 
Control 


Secure plans and financing for the customer and then let 29% 


contractor carry sale from that point. 


. Carry the deal through to the point where contractors are 
ready for signature, then let customer choose his own 
contractor, thus avoiding responsibility for contractor 
workmanship. 





Bring the deal to the point where contracts are ready for 
signature and then assign them in rotation to a group of 
cooperating contractors, retaining control of money pay- 
ments. 

Merchan- 
dising 
Higher 
Deaier 
Profit 


Areas of 
Dealer 
Control 


Have a three-party contract in which you participate with 
the owner and contractor in the deal, with all of the money 
on the job flowing through you first. 


Award contracts for the customers to contractors who 
are under your control and for whom you accept full 
responsibility. 


. Take contract in your own name, do the work, accept full 
responsibility for labor and materials. (Some dealers have 


a subsidiary company to do this.) 





What do you do after you have 
merchandised a big-ticket package, 
such as kitchens, and your prospect 
is ready to go ahead? 

Unfortunately, energetic and suc- 
cessful promotional leg-work by the 
dealer often goes to naught because 
the job is then tossed to a contrac- 
tor, with no strings attached. This 
is literally throwing away a goodly 
portion of the profits, which the 
package generates. It is even feasi- 
ble that the contractor will shop 
for a better price—and the dealer 
responsible for the sale ends up 
with absolutely nothing! 

To see how many dealers allow 
contractors to take over big-ticket 
sales, take a look above at the per- 
centages of dealers using the first 
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four methods of handling big-ticket 
jobs, as computed from statements 
by 2,000 owner-managers who have 
attended management workshops 
conducted by editor Art Hood. The 
further down the chart, the greater 
are the dealer profits. 


One-third of dealers control 
the sale, all the way. The dealers 
who report the highest net profit 
figures at the management work- 
shops are invariably those who use 
Method No. 8 in the chart above. 
They take contracts for new homes 
and major modernization projects; 
do the work; accept full responsi- 
bility for labor and materials—and 
thus reap the greatest reward. 


The only exceptions to this gen- 
eral rule are those few dealers in 
the largest metropolitan areas who 
can successfully sell volume to large 
builders. 

For most dealers, the secret lies 
in assuming the responsibility for 
the installation—whether or not it 
is sub-contracted, or the crews are 
hired directly by the dealer. Some 
dealers set up subsidiary contract 
companies for this work. 

The percentages shown were com- 
piled from workshops in every part 
of the country. In different areas, 
the percentages differed radically. 
No. 8, for example, which gives 
maximum control of prices and 
profits for dealers, varied from 10% 
to 75% at different workshops. 
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NO. 411 LIFT-A-SHELF HARDWARE 


SWINGS INTO ACTION Un an wont 


Brings easy convenience to centers of action in the home. 
Another Acme “build-in” work-saver that keeps often-used appliances 
out of sight, but handy. Builders appreciate the quick, easy 
installation and the foolproof design. 


° LESS INSTALLATION TIME — fewer 
screws to install. No shelf bracing. 

¢ LESS SPACE REQUIRED — hardware 
requires only 42” clearance 
on each side. 

¢ UNLIMITED SHELF WIDTH — fits any 
Cabinet opening. 


SMOOTH, EASY-TO-USE — four-point spring adjustment for 
balanced tension. 


NOISELESS OPERATION — quietly moves up or down with 
fingertip effort. 


AUTOMATIC LOCKING — integral part of hardware... . 
eliminates separate trigger mechanism and assembling .. . 
releases with slight upward pressure. 


SOLID WORK PLATFORM — locks in position. 


GREATER VERTICAL CLEARANCE — gives more headroom for 
appliances when opening and closing 


NEAT, STURDY CONSTRUCTION — less hardware showing when 
in use. Strong electrolytic zinc-plated steel. 
No parts to wear out. 


MANY USES IN THE HOME — as platforms for Food Mixers, 
Sewing Machines, Typewriters, Record Players, etc. 
Conveniently out of sight when not in use. 


Write Today—for catalog showing complete line 
of Acme Builders hardware. 


ACME APPLIANCE MANUFACTURING CO. 35 South Raymond Ave., Pasadena 1, Calif. 


© 1956 Acme Applionce Manufacturing Co 


BUILDING PRODUCTS MERCHANDISER -le No. 10 on Coupon, page 108 47 












































KITCHEN BUSINESS 


continued 


9-FT. KITCHEN-LAUN DRY 
center includes combined 
washer-dryer, Disposall, dish- 
washer, surface units and 
oven. Unique storage cabinet 
above backsplash includes 
built-in radio. 
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—Courtesy, Hotpoint. 


7-FT. MODULAR TOP-SINK above is available with cooking center at right or left. Base cabinets 
and appliances fit underneath to form a single component.’ Retail price of stainless steel top 
is $550; with oven, $675. 


—Courtesy, General Flectric Co. 


Newest twist—'‘all-in-one'’ component 


Pre-wired all-in-one units of sink 
and appliances have joined the 
parade of house “components,” sup- 
plementing the trend to roof 
trusses, wall panels, etc., sold by the 
lumber retailer today. As pictured 








on this page, they are ideal for small 
budgets and/or limited space. 
Several manufacturers have mar- 
keted the new components, some of 
which include laundry equipment. 
The units are variously known as 


ae 


—Courtesy, Caloric Appliance Co; Cribben & Sexton Co.; Youngstown Kitchens. 
ALL-GAS "CAREFREE" PACKAGE provides integrated appliances and cab- 
inets from different manufacturers. “Modular appearance achieved by use 
of continuous tops and small sliding door cabinets that fit between base and 


wall cabinets. 
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“Kitchen Center,” “Unit Kitchen” 
and “Modular Kitchen.” 

A one-piece cooking top and sink 
is the key to one manufacturer’s all- 
in-one unit, with various combina- 
tions of appliances and base cabi- 
nets to fit underneath. The lumber 
merchant can retail the top section 
separately and install cabinets of 
his own make, if so desired. 

A different twist is coordination 
of free-standing appliances built on 
the same modular so that they can 
be grouped together in minimum 
space and unified appearance. One 
national promotion incorporating 
this concept is the “Institute of 
Kitchen Design” sponsored by two 
appliance makers and a steel kitchen 
cabinet producer. (See picture at 
left). 

In most cases, stack-on type of 
ovens can be placed adjacent to the 
component sink and appliance com- 
bination. 

Appliance experts predict that 
modular units are the kitchen prod- 
ucts of the future. Latest forecast 
came from William Kline, manager 
of custom kitchens for Westing- 
house, who said that integrated 
modular products will be included in 
all kitchen designs in the next 20 
years. 
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YOU SELL MORE BECAUSE YOU HAVE MORE TO SELL 


On every count, Beauty Queen gives 
you more to sell with. A better line 
of steel cabinets that show their 
superior construction and features 
even at a casual inspection. Yet, these 
finer cabinets sell at competitive 
prices. And, the 12 colors are the 
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finest the industry has seen... a re- 
sult of the recent installation of the 
newest, most scientific paint finish- 
ing system. You get better delivery 
service too, on any of the 12 beauti- 
ful and sales compelling colors for 
complete kitchen installations. 


Valuable Franchises Avattable! 


MAUMEE, 


Beauty Queen sales increased tre- 
mendously in 1956... will continue 
to rise in ‘57. Beauty Queen distrib- 
utors and dealers profited from 
these increased sales, you can do the 
same... join up with Beauty Queen 
to increase your profits. 


WIRE OR WRITE TODAY> TOLEDO DESK & FIXTURE CO. 
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The big news continues to be 














“BUILT-INS" 


Distribution trends favor the lumber dealer. 


KITCHEN BUSINESS 


continued 


Within recent months, the re- 
maining manufacturers who held 
out against the built-in appliance 
idea have capitulated, as a result of 
mounting proof that built-ins are 
the most valuable kitchen appliances 
on the market: 

@ Public-opinion ‘‘molders” such 
as national shelter and women’s 
magazines publicize built-in kitchen 
equipment to the exclusion of free- 
standing units. 


@ From a style standpoint, built- 
in appliances are a “must” for new 
homes. 


®@ Built-ins are ideal for custom- 
designed kitchen “packages’— 
which mean full retail markup 
(compared to cut-throat prices on 
free-standing units). 

In 1956, there were 385,000 built- 
in electric ranges sold, with a re- 
tail value of over $106 million. This 
compares with 100,000 units in 





What Appliance Makers Say 


About the Lumber Dealer 


“General Electric sells all appli- 
ances through franchised wholesalers. 
It is their general practice to obtain 
and develop the kind of retail organ- 
ization which can best sell our appli- 
ances in any respective area... they 
will consider any retail outlet whether 
it be a lumber dealer, appliance deal- 
er, or other. Most of our wholesalers 
have expressed an interest in develop- 
ing more retailers who have a desire 
to do a more specialized selling job 
to the builder.”—H. T. Hulett, general 
manager, Dishwashers & Disposal 
Dept., General Electric Co. 

* * * 


“Our new plan offers the lumber 
dealer a key and profitable role as 
sub-distributor for the Suburban 
built-in line. No builder can order 
direct. Sub-distributors must be a dis- 
playing dealer—either in a model 
kitchen, or by using one of our dis- 
play units.”—Calvin Hale, sales pro- 
motion manager, Samuel Stamping & 
Enameling Co. 


* + * 


“We are most anxious to discuss dis- 
tribution of our completely new built- 
in appliance line with retail lumber 
and supply merchants.”—Bud John- 
son, sales manager, Florence Stove Co. 


* + * 


“We maintain a ‘builder-dealer’ 
policy in order to make our ranges 
available to lumber dealers. These 
arrangements are made directly with 
the lumber dealer by distributors.”— 
T. E. Nixon, Tappan Stove Co. 

—— 


“Our 82 distributors and factory 
branches have been alerted to the lum- 
ber and material dealer as a logical 
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seller of built-in ranges and ovens. 
In many areas, dealers can act as 
jobbers of our built-in equipment.”— 
D. G. Fanelli, sales manager, built-ins, 
Admiral Corp. 


* * * 


“Our franchise dealers have a pro- 
gram to sell Frigidaire products to 
builders, and we will consider lumber 
dealers on an individual basis for 
franchisement.”—Red Smith, Frigid- 
aire Divn., General Motors Corp. 


—“ * * 


“We at Whirlpool-Seeger, with our 
completely new line of kitchen cabi- 
nets and appliances, certainly recog- 
nize the lumber merchant as a key 
dealer, both as a kitchen specialist 
to consumers, and as a volume pur- 
chaser selling to builders. Our combi- 
nation steel and wood kitchen cabi- 
nets will be of particular interest to 
the building material dealer.”— 
Charles Reinbolt, general sales man- 
ager, Kitchen Div., RCA Whirlpool- 
Seeger Co. 


* cS co 


“Hotpoint’s experience with the re- 
tail lumber dealer has proved to us 
that he plays a most important part 
in the distribution chain of the build- 
ing industry. Progressive lumber 
dealers, in most areas, now make 
available to builders the newest in 
appliances and materials. We at Hot- 
point know that the lumber dealer is 
one of the most important channels 
of distribution to the builder, because 
he knows his customers, he knows 
builders’ problems, he has the organ- 
ization to do the selling job on a local 
level.—L. J. DiAngelo, manager, Cus- 
tomline-Building Marketing, Hotpoint 
Co. 


1954. In 1956, built-ins comprised 
about 25% of the total electric 
range production, compared with 
only 12.5% for the previous year. 

Producers of gas built-ins also re- 
port a continuing increase in built- 
ins, while they say that free-stand- 
ing units will do well to hold their 
own in 1957. 


Trouble in paradise. Manufac- 
turers are eager to accelerate pro- 
duction of built-ins even further, 
but there are a number of difficul- 
ties, mostly connected with distribu- 
tion. 

For example, the independent ap- 
pliance retailer is generally not 
equipped, or simply not interested, 
in built-ins. He is afraid of the con- 
struction problems; is generally 
ignorant of big-ticket financing pro- 
cedures; and has no close ties with 
building contractors. 

In the early 1950s, when the ap- 
pliance makers saw the handwrit- 
ting on the wall regarding built-ins, 
they pleaded with independent ap- 
pliance dealers to adapt “package” 
selling with the new units, and to 
sell to building contractors. But 
deaf ears were turned to their cries. 

About this time, home builders 
were beginning to look for new 
ideas to capture the housewife’s 
imagination. The built-in kitchen 
idea answered their prayers. At 
first, you had to purchase the ap- 
pliances separately from the house 
mortgage. Then, conventional mort- 
gages began to include the built- 
ins; followed by FHA approval. 

General Electric’s C. W. Theleen 
put it this way in a talk to a Na- 
tional Association of Appliance 
Dealers confab: “Historically, ap- 
pliance dealers have neither been 
willing, anxious or able to take any 
great part of responsibility of help- 
ing the manufacturer introduce new 
and revolutionary items ... on the 
other hand, the builder has been ex- 
tremely willing, anxious and able 
to help with this task.” 


Lumber dealers fill the gap. 
From the beginning, lumber deal- 
ers have been part of built-in ap- 
pliance distribution, especially out- 
side of major cities, where the lum- 
berman is most likely to develop a 
full-scale kitchen specialty business. 
Most building supply dealers have 

(continued on page 52) 
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ADVERTISED IN 


LIFE hits hia 


with home-improvement customers 


LIFE hits your home-improvement cus- 
tomers where they live. LIFE, in fact, brings 
advertising for home-improvement prod- 
ucts into 3 out of 5 households in the aver- 
age community in the course of 13 weeks. 

Regularly, the people of your neighbor- 
hood read and react to LIFE’s great words, 
vivid photographs and informative adver- 
tisements. Regularly LIFE pre-sells specific 
products and materials. 


Audience source: 
A Study of the Household Accumulative Audience of LIFE. 


So, it makes excellent selling sense to 
cash in on LIFE’s pre-sold audience . . . by 


handling LIFE-advertised products... and 
by featuring the‘‘Advertised-in-LIFE”’sym- 
bol. It’s what more and more smart retailers 
are doing. 

Write LIFE Building Products Merchan- 
dising, 9 Rockefeller Plaza, New York 20, 
New York, for full information on how you 
can use “‘Advertised-in-LIFE”’. 


¢ 


People respond to 
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BUILT-INS 


(begins on page 50) 





established themselves as distribu- 
tors or sub-distributors of built-in 
lines—selling to the small and 
medium-sized builder and to the 
consumer. 

The combination of direct sales 
to tract builders and use of aggres- 
sive lumber dealers on built-ins, of 
course, drew protests from inde- 
pendent appliance retailers. Their 
cries were directed to Washington 
as well as to the manufacturers. 

As a result, the big appliance 
makers early this year announced 
“new” price policies regarding 
builder trade. Under these plans, an 
appliance distributor should only 
negotiate with a builder who will 
buy 50 or more units per sale and 
install them within a specified peri- 
od of time. 

Actually, this change of pricing 
and distribution policies coincided 
with the change in makeup of the 
home building industry itself. There 
are fewer builders in today’s mar- 
ket who erect more than 50 homes 
a year, at least on a project or spec- 
ulative basis. The appliance maker 
thus has two problems: (1) Direct 
sales to large builders is definitely 
decreasing and (2) the independent 
appliance dealer still balks at sell- 
ing and servicing the 100,000 small 


and medium-sized builders or sell- 
ing built-ins to the consumer. 

That is why the retail lumber 
dealer is being courted by the built- 
in appliance makers. The lumber 
dealer knows construction (he is 
often a builder himself); he is the 
basic supplier too, and usually fi- 
nances the nation’s small and medi- 
um-sized contractors; and he is ac- 
tive in home modernizing. 


Two types of makers. At mid- 
1957, the producers of built-in appli- 
ances fall into two groups: 


(1) Giant multi-line manufac- 
turers, who have been the ones to 
pledge price revisions regarding 
builder sales. In most cases, lum- 
ber retailers can qualify as built-in 
dealers with servicing performed 
by the manufacturer’s distributors. 
Many of the major producers will 
train salespeople to become kitchen 
planners; some offer kitchen fi- 
nancing plans. 


(2) Manufacturers who concen- 
trate almost entirely on _ built-in 
ranges, ovens and refrigerators. 
Many distributorships are open for 
lumber dealers from these pro- 
ducers, called ‘“‘sub-distributors” or 
“associate distributors,” with price 
advantages based on inventory re- 
quirements. Varying degrees of 
servicing are required under these 
setups. 

The distribution 


structures of 





ALUMINUM 


SASH § 
FASTENER 


ance "845 


HARDWARE 


RUST-PROOF 
in BRASS, 


m1 20), 74 3 
or ALUMINUM 
FINISHES 


\ 





PADLOCK and HARDWARE CO. 


LANCASTER, PENNA. 
ORDER FROM YOUR JOBBER 
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What's WRONG with Appliances 


Selling appliances has its peculiar 
problems. Lumber dealers who have 
been disappointed at appliance busi- 
ness point to two major drawbacks: 


@ Price-cutting by local appliance 
retailers. 


@ Service headaches. 


When selecting an appliance line, 
these are the two points which the 
dealer should thoroughly discuss with 
each distributor. 


eyeeeoeereperevennereneererererereneenenereere 


both the small and large manufac- 
turer on built-ins are actually still 
in flux. For example, one manufac- 
turer is slowly separating his stand- 
ard appliance franchises from what 
is termed “kitchen equipment” 
(built-ins and cabinets). To qualify 
for a “kitchen equipment” fran- 
chise, a dealer must sell 50 or more 
cabinets or six complete kitchens 
a year. 

Both large and small manufac- 
turers have specifically stated to 
American Lumberman that they 
have alerted distributors to the re- 
tail lumber and material dealer as 
a logical merchant of built-in ap- 
pliances to both builder and con- 
sumer. 

Most manufacturers will pay even 
greater heed to the retail lumber 
industry when they study the spec- 
tacular history of Preway, Inc., 
Wisconsin Rapids, Wis., which just 
finished its biggest year in both 
sales and earnings . . . while most 
appliance makers were crying the 
blues. Preway’s exceptional prog- 
ress was attributed by president 
J. O. Ellis to a reversal of its sales 
pattern two years ago. This “re- 
versal” was Preway’s decision to 
concentrate on built-in appliances 
to the builder and modernizing mar- 
ket, with lumber and supply dealers 
as prime outlets. Today, 60% of 
Preway’s production of appliances 
and heaters is devoted to built-in 
appliances; and the company ex- 
pects a rosy increase in 1957. 

See following page for round-up 
of new built-in units. 


Electronic Cooking 


Although the market today is small, 
because of the $1,200 unit price tags, 
electronic ranges are being sold for 
top-bracket installations. Manufac- 
turers of electronic ranges are as fol- 
lows: 

General Electric Co., Appliance 
Park, Louisville, Ky.; Hotpoint, Chi- 
eago 44, Ill.; Kelvinator Div., Detroit 
32, Mich.; Tappan Stove Co., Mans- 
field, Ohio; Westinghouse Electric 
Corp., Mansfield, Ohio; and Whirlpool- 
Seeger Corp., St. Joseph, Mich. 


MA 
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~. Look what happens when 
BPS VINY-BOND moves in! 


Write Now! Get facts about 
“Colors on Parade"... proved the 
industry's top-profit-producing mer- 
chandising plan that’s tailored right 
to your store. Dealers report sales UP 
as much as 40%. Unique and exclu- 
sive way to sell BPS. Adds real 
sales wallop. 


Dave Garroway 


sells 
PAINTS 
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@ vinv-sono SENDS PAINT SALES SOARING! 


Great things are in store for you with this new customer-pleasing 
vinyl-latex wall finish—BPS VINY-BOND. 


Nothing like its quality and ease of application! Colors are the 
finest! It’s a sales winner that really sells . . . boosts the entire 
BPS line . . . builds your store prestige and sales. 

BPS VINY-BOND—the new star in the star-studded family of 
top-quality BPS Paint Products. 


The PATTERSON-SARGENT Co. 


1325 E, 38th St. | 420 Lexington Ave. 
CLEVELAND 14, OHIO NEW YORK 17,N. Y. 
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KITCHEN BUSINESS 


continued 


More dealer aids 


from cabinet 


people 


Two problems which have beset 
the kitchen cabinet industry are be- 
ing tackled with vigor this year, 
as the pictures above foretell. 

The first problem has been an 
absence of kitchen planning aid for 
dealers by many of the wood cabi- 
net manufacturers. To correct this 
situation, the National Institute of 
Wood Kitchen Cabinets has ap- 
proved sponsorship of a training 
school for kitchen specialists at 
Purdue University, Lafayette, Ind., 
July 22 through August 2. Registra- 
tion for the school is $50 per en- 
trant; dormitory-style accommoda- 
tions will be available. Contact Na- 
tional Institute of Wood Kitchen 
Cabinets, 75 E. Wacker Dr., Chi- 
cago 1, Ill. 

In addition to the school placard 
in the picture at top above, Arthur 
Stein, president of Whitehall Cabi- 
nets and vice-president of the man- 
ufacturing group, also holds a sign 
publicizing another new dealer sales 
aid—an industry-sponsored 32-page 
color booklet, ‘Wood Kitchen Hand- 
book.” 
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Steel people endorse 


Another problem which has 
plagued the cabinet industry has 
been that of modular sizes, a prob- 
lem aggravated by the increase in 
built-in appliance production. In a 
joint meeting recently between the 
Steel Kitchen Cabinet Manufac- 
turers association and the wood 
cabinet group, the following state- 
ment on modular planning was 
drafted: 


“The kitchen cabinet industry 
recognizes the established archi- 
tectural and building 4” modular 
increment. To permit practical cabi- 
net and appliance installations with- 
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PT 


10 Cabinets to a House 


A government survey has deter- 
mined that the average number of 
kitchen cabinets in first quarter of 1956 
new homes included four base units, 
five wall units, and one undersink unit. 


MU 


Ytyj;»/ TRAINING 
Ma ts 


I te Approved En frants 

“<Week Course Thi 

3 is Sum 
eu mer 


modular sizes .. . 


in finished inside dimensions, the 
kitchen cabinet industry presently 
uses the 3” modular system for 
these component units... . 

“It is recommended, therefore, 
that architects and builders provide 
even foot inside dimensions in 
kitchens or areas in which cabinets 
and appliances are to be installed.” 

In the lower picture above, four 
cabinet executives discuss the joint 
statement (1. tor.) : Fred Montiegel, 
NIWKC manager; S. D. Crandall, 
Whitehall Cabinets Inc.; Paul Vig- 
nos, Republic Steel Corp.; and Ar- 
thur Tuscany, of SKCMA. 


"Furniture look." Design-wise, 
cabinet manufacturers have de- 
veloped many a “new look” this 
year, leaning toward a “fine furni- 
ture” appearance. 

Wood producers are emphasizing 
such popular furniture finishes as 
walnut and fruitwood, also open- 
grain Philippine mahogany with 
unusual stains. 

Metal cabinets of 1957 have a 
furniture bearing, too, such as one 
line with tubular stainless steel legs. 
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MALTA presents ef | 
an exciting window 3 aS 
that will attract OY. a 
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“Town. and Country 


DOUBLE AWNING WINDOW UNIT 


In step with today’s building trend, Malta introduces a completely new .. . 
economical . . . easier-to-install . . . double awning wood window unit. 
The Town and Country offers great new features for attracting more 

home buyers and lowering building costs. 

It is precision built of quality materials and fully weatherstripped. 

Thin, trim, modern lines add smart styling . . . let in plenty of light. 

Both sash open wide for 100° ventilation. Best of all — it goes fine 

with every architectural style. 

= Town and Country is the window everyone has been looking for... 

it’s here, now . . . so, look into it today! 
Write for complete information on how you can sell 

more and profit more with the Town andCountry in’57. 














Town and Country windows 
come in a full range of ‘ 

sizes and light varia- <a, et ss % 
tions adding beauty it — aa Sales Office: Athens, Ohio 


and style to Traditional isl 


J|| ut Supreme Quality Since 1901 
and Contemporary homes. | | homt 
area Woodwork Assn, ond NMA, 
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Anritae! ase Jalleid About Kitehiand 
foie EEL T-WELL 


STORAGE CABINETS 


THE LIVING-CONDITIONED KITCHEN 


... designed and featured by Living for Young Homemakers 
Magazine. 


BILT-WELL—FRIGIDAIRE ‘‘Pink Cloud” Kitchen 


... Shown at builder and home shows throughout the coun- 
try and featured editorially in national magazines. 


itd. Bd 4.) GAAX 





BILT-WELL Storage Cabinets Offer 


More Advantages For You...and Your Prospects! 


DISTINCTIVE DESIGN 
Modern, continuous lines and soft rounded 
corners. 


BEAUTY OF WOOD 
Manufactured from all-clear Ponderosa Pine 
with choice of pine or birch doors and drawer 
fronts. Doors specially water-repellent treated 
for maximum stability. 


BILT ia as 
saieiia alee 
wooo WORK 


CHOICE OF FINISHES 
Complete line of natural finish stains. Or, if the 
prospect prefers, a surface ready for painting. 


K.D. CARTON PACKED 
Semi-assembled complete with instructions 
ready for easy assembly and installation by 
builder or “do-it-yourself”? enthusiast. 


MULTIPLE-USE 
Over 100 cabinet units designed for storage in 
every room of the house, including popular 
louver door wardrobe units. Multiple sales 
opportunities for the lumber dealer. 
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BILT-WELL... the cabinet line that outsells all other prefabricated cabinets through 
the lumber dealer 2 to | is also the line with the greatest consumer acceptance. Consumer 
acceptance built up through a continuous program of national advertising and promotion. 


BILT-W ELL —Storage Cabinets have been seen by millions of prospects in glamour 
kitchen “‘packages” promoted across the country. 


Such Kitchens as...... 


THE AMERICAN GAS ASSOCIATION KITCHEN THE AMERICAN LUMBERMAN KITCHEN 

... The “hit” of the A.G.A. Unified Gas Exhibit at the '57 Chosen for the American Lumberman Model Store at the 
Builders’ Show and featured editorially in New Homes N.R.L.D.A. in Chicago as the type of kitchen local lumber 
Guide Magazine. deaiers should promote. 





PLUS...the Greatest Merchandising Package ever Developed 


to Help You Cash in on Kitchen and Storage Cabinet Profit 
Opportunities... BILT-WELL OPERATION PROFITS! 


Te-WELL LINE WINDOW UNITS, Double-hung, Awning, 
INCLUDES: Te eee ' a g. 
- Casements, Basement, Storm and Screen. CABINETS, Kitchen, Multiple- 

use, Wardrobes, Storage, Vanity-Lavatory and Vinyl Countertops. 


Stimulating Cabinet Displays DOORS, Exterior, Interior, Screens and Combination 
& 7* Manufactured by 


CARR, ADAMS & COLLIER COMPANY :; Dubuque, lowa 


adi 


Cabinet Training Program for your salesmen 
Ask your jobber salesman about BILT-WELL Multiple 


Use Storage Cabinets and for details on “BILT-WELL 
with tie-ins for your local program OPERATION PROFITS!” or mail the coupon below. 


Local Lumber Dealer Advertising Kit 
BELT-WELL woodwork 
Cooperative Plan Dept. L-133 Dubuque, lowa 


Please send me all the facts on BILT-WELL CABINETS and 1957 


: — a 
TV and Radio slides and scripts ae se 
Name 


Direct Mail pieces Company 
Street 


Unique Advertising Planning Calendar City__ 


Extensive National Advertising Program 
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KITCHEN BUSINESS 


continued 


Hotpoint's Stack-on Range 


Style leader of Hotpoint’s 1957 line 
of seven built-in surface cooking sec- 
tions is this new, 30” stack-on model, 
which fits over any 30” wood or metal 
base cabinet, eliminating the need for 
cutouts, says manufacturer. A gleam- 
ing control panel has color lighted 
pushbuttons, which are color keyed to 
the units they control. An automatic 
Mealtimer controls any cooking unit 
automatically and is a useful chime- 
timer for other household activities. 
Four electrical outlets, two timed by 
a special clock timer, afford a handy 
power source for small appliances. 
Hotpoint, Inc., Dept. AL, 5600 W. 
Taylor St., Chicago 44, IIl. 

Circle No. 201 on Coupon, page 108, 


Three New Panelyte Patterns 


Three new, exclusive St. Regis 
Panelyte patterns in melamine plastic 
laminates plus beige Panelyte, an ad- 
dition to the popular decorator solid 
color line, are available. Panelyte’s 
new Princess pattern, delicate clusters 
of an abstract flower design on a back- 
ground of 10 House & Garden colors, 
was pre-tested among housewives na- 
tionwide prior to its introduction. 
Coppertone in its rich antique finish 
reflects the warmth and glow of the 
hearth in a modern setting. Galaxy is 
another approach to presenting 
metallics in laminates. It is a delicate 
metallic surface showered with tiny 
flecks of gold and silver against a solid 
background of white, black or dove 
gray. Panelyte Div., St. Regis Paper 
Co., Dept. AL, 150 E. 42nd St., New 
York 17, N. Y. 


Circle No. 202 on Coupon, page 108, 
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What's new in 


kitchen equipment 


Appliances—cabinets—specialties 


“Light Work for the Cook" 


Kitchen lighting, developed on the 
theme, “Making Light Work for the 
Cook,” is featured in a new booklet 
on home lighting just announced by 
Sylvania. The section shows illumi- 
nated door panels, sink lighting, con- 
tour lighting and lighting of metal 
cabinets and work surfaces. Frequent 
use of pictures and sketches supple- 
ment the text. Sylvania Electric 
Products, Inc., Dept. AL, 1100 Main 
St., Buffalo 9, N. Y. 


Circle No. 203 on Coupon, page 108. 


Sink with Finger-Tip Controls 


Just Manufacturing Company’s new 
sink features a stainless steel sink 
bowl and drainboard, fully welded 
construction, anti-splash rims and 
concave pitched drainboards. A Moen 
single-lever faucet with finger-tip ac- 
tion provides hot or cold water in a 
trickle or a stream, says manufac- 
turer. A deck-mounted detergent dis- 
penser provides a measured quantity 
of liquid detergent at the push of a 
button; a new Sayco Spin-N-Grin 
basket strainer in stainless steel pro- 
vides positive valve action, it is said. 
Also mounted on the deck is an ad- 
justable spray rinse. Just Mfg. Co., 
Dept. AL, King Ave., Franklin Park, 
Ill. 


Circle No. 204 on Coupon, page 108. 


Live-Flame Broiler & Griddle 


Chambers announces the Con- 
tempra, a 42” stack-on featuring two 
giant electric burner elements and two 
standard elements separated by a 
live-flame broiler-griddle in the mid- 
dle. The live-flame broiler rises to 
counter height at a flick of the wrist. 
All broiler controls, including adjust- 
ment of the broiler rack, are out front 
for ease of operation. The Chambers 
Contempra has two seven-speed 1500 


watt and two 2100 watt Monotube 
elements. The broiler does thick 
steaks, chops, fish and hamburgers 
smokelessly without turning, says 
manufacturer. Chambers Ranges, Inc., 
Dept. AL, 2012 N. Harlem Ave., Chi- 
cago 35, Ill. 
Circle No. 205 on Coupon, page 108. 





Cabinet Oven Unit 


The new Bilt-Well cabinet oven unit 
is designed to fit both gas or electric, 
long or short ovens. The oven unit is 
just waist high and is surrounded by 
valuable storage space. An added fea- 
ture of the new Bilt-Well oven unit 
is the new drop-down door below the 
oven, doing away with cumbersome 
swinging doors and offering a much 
more functional use. For use with 
short ovens, there is a new cabinet 
accessory drawer fitting directly be- 
low the oven. All Bilt-Well cabinet 
units are manufactured of Ponderosa 
pine and furnished kd semi-assembled. 
They are sanded smooth awaiting the 
finish of the homeowner’s choice. Carr, 
Adams & Collier Co., Dept. AL, Du- 
buque, Iowa. 

Circle No. 206 on Coupon, page 108. 
(continued on page 60) 
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Gold Coal GIVES YOU 


A COMPLETE TILE SELLING PACKAGE! 


ore 


te Mtg “ woe 


NATION-WIDE ADVERTISING PRE-SELLS 


THE COMPLETE GOLD SEAL TILE LINE! EXCLUSIVE DESIGN BOOKLET 
F ore HELPS BUILD STORE TRAFFIC! 
ull color pages and spreads in all leading national magazines in- 


cluding Life, Better Homes & Gardens, American Home and Living 5 ; . " 
for Young Homemakers have already begun to pre-sell over How to Create Your Own Designs in Resilient Tile Floors” was 
50,000,000 potential buyers on the compiete Gold Seal tile line. It’s prepared especially for Gold Seal by C. Eugene Stephenson of the 
the biggest advertising campaign in Gold Seal history, designed to American Institute of Decorators. Participating dealers will be 

supplied with these booklets free! Use them to make your store 


reach all America via magazines, newspapers, radio, TV. Featured 
tiles are: Inlaid Linoleum, Nairon® Plastics, Vinylbest*, Rubber, headquarters for complete and expert decorating advice. Then watch 


Cork and Asphalt. your sales and income soar! 





COMPACT "ROTO-TILER’’ DISPLAY ALL THIS PLUS... 
SELLS GOLD SEAL TILE ON SIGHT! 





This rotating column display packs as 
much sell as possible into just a 2’ 
circle of floor space. 40 tile patterns 
show at all times . . . holds over 160 in- 
dividual tiles. This is the very latest type 
of selling display available. With this 
display, you now have five powerful 
Gold Seal displays from which you can 
choose. 
floor layout charts to speed sales by helping you show your customers 
how their new tile floors will look ...a slide film on decorating 
Uses less than 4 sq. ft. . available for your use... “do-it-yourself” booklets to lure home 
of selling space. = handy-men into your store... window banners . . . counter cards 
And this is just part of the complete Gold Seal tile package 





ALL THIS HELPS YOU SELL Gold Seal TILE... 


The most salable line in the industry. 173 colors and designs in Inlaid 
Linoleum, Nairon Vinyl Plastics, Vinylbest, Rubber, Cork and Asphalt 


Gold Seal mea ns bu sin ess ! —the line with the most liberal and profitable discount policy available! 


CALL YOUR SALESMAN NOW! 


BY THE YARD AND TILES—Iinlaid Linoleum + Nairon® Plastics - Vinylbest* Tile - Cork Tile « Rubber Tile » Asphalt Tile 
PRINTED FLOOR AND WALL COVERINGS—Congoleum® and Congowall® - RUGS AND BROADLOOM—loomWeve® 
SATISFACTION GUARANTEED OR YOUR MONEY BACK *Trademark 
© 1957 CONGOLEUM-NAIRN INC, KEARNY, N. J. 


FOR HOME-BUSINESS-INSTITUTIONS : | ; - 5 Cfold Coal 


FLOORS AND WALLS 
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KITCHEN EQUIPMENT 


(begins on page 58) 





The Placemaker Plan 


The Placemaker plan for work and 
storage units that give the housewife 
up to 66% more “places to put things” 
in her kitchen highlights the 1957 
program of American Kitchens. Place- 
maker is an idea for total area utiliza- 
tion. It puts all the wall to work for 
the housewife, increasing her an 
ing efficiency in the kitchen up to 40% 
Base cabinets and wall cabinets can 
be used separately or together. The 
housewife can create an entire wall- 
to-wall “storage wall” with Placemak- 
er work and storage units, utilizing a 
barren wall in the kitchen or any- 
where else in the home. American 
Kitchens Div., AVCO Mfg. Corp., 
Dept. AL, Connersville, Ind. 

Circle No. 207 on Coupon, page 108. 


Kitchen-Aire Ventilators 


Two new Kitchen-Aire ventilators, 
averaging 43.5% more efficient, are an- 
nounced. Test results, in accordance 
with the Standard Test Code by the 
Texas Engineering Experiment Sta- 
tion, show the single vent KA-155 is 
now 60.93% more efficient than its 
predecessor and the multiple vent KA- 
170 is now 26.05% more efficient. The 
secret is said to be the new design of 
the balanced, self-cleaning centrifugal 
impeller. Mounted on the outside of 
the house the 1100 CFM KA-170 is 
said to easily ventilate two or even 
three rooms; the 550 CFM KA-155 is 
intended for single vent operation 
from grille intakes or range hoods. 
Though both new ventilators are wall 
models they can be quickly converted 
for roof installation. Stewart In- 
dustries, Inc., Dept. AL, 320 E. St. 
Joseph St., Indianapolis, Ind. 

Cirele No. 208 on Coupon, page 108. 
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Drop-in Top Burners 


A four-burner cluster cocking top 
that can be “dropped into” a counter 
top or “island” is the newest feature 
of the Roper built-in gas range. The 
top burners are produced as one four- 
burner unit. This type of construction 
makes the unit applicable to almost 
any kitchen design, manufacturer an- 
nounces. Kitchen may be arranged 
just the way the homeowner wants it, 
for matchless convenience. Geo. D. 
Roper Corp., Dept. AL, Rockford. Il. 


Circle No. 209 on Coupon, page 108. 


Electronic Range 


Kelvinator’s new electronic range 
cooks a five-pound roast in 30 min- 
utes, it is said. Cooking from all 
sides, microwaves penetrate to a 
depth of 2%”. Special electronic 
range thermometer provided with unit 
helps to insure perfect roast. Termed 
a range instead of an oven because 
it cooks 90% of foods cooked on sur- 
face units, the electronic range opens 
up an entirely new cooking era. Four 
knobs above the door control all func- 
tions of the electronic range; cooking 
may be watched through a perforated 
metal panel in door. Kelvinator Div., 
American Motors Corp., Dept. AL, 
Detroit 32, Mich. 


Circle No. 210 on Coupon, page 108. 


NuTone's Chime Line 

A new “crisp look” keynotes Nu- 
Tone’s 1957 chime line, which includes 
six entirely new models. The new 
chimes offer homeowners a choice of 
every style from simple built-in mod- 
els to magnificent clock combinations 


with mahogany cases and long brass 
tubes. While styling is important, 
NuTone places greatest emphasis on 
the chime’s tone quality. Newest 
achievement in sound is NuTone’s new 
Chord Tene chime. This is a rich, reso- 
nant blend of tones, said to capture 
the magnificence of the opening notes 
cf a great symphony. In addition, Nu- 
Tone’s chime line includes two non- 
electric chimes, easily installed on a 
weod or metal door, with no wiring 
needed, says manufacturer. NuTone, 
Inc., Dept. AL, Madison & Red Bank 
Roads, Cincinnati 27, Ohic. 
Circle No. 211 on Coupon, page 108, 


Qualitybilt Birch Cabinets 


Made with the modern flush look 
and featuring 5 ply 1 1/16” warp 
resistant doors, Qualitybilt birch cabi- 
nets may be adapted to any size or 
shape kitchen with variety of shelf 
and drawer space to meet every need. 
Exclusive Qualitybilt pulls and hinges 
are furnished with al] units and can 
be supplied in four finishes—polished 
chrome, satin brass, antique copper 
and colonial black. All parts are pre- 
cision machined and fabricated for 
simple, fast assembly. All units com- 
plete with illustrated instructions and 
necessary hardware down to the last 
nail. Farley & Loetscher Mfg. Co., 
Dept. AL, Dubuque, Iowa. 

Circle No. 212 on Coupon, page 108, 





Ventilating Range Hood 


The new R&M-Hunter ventilating 
range hood features flexibility in ap- 
plication. The blower and vent may be 
located any place in the cabinet with 
only a single cut of the top plate, it 
is said. This allows full freedom from 
joist or stud interference. Hood is 
equipped with a double socket light 
fixture for even illumination over the 
entire cooking surface. Exhaust of 
steam vapor, odors and products of 
combustion is handled by a twin cen- 


(continued on page 62) 
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A HOUSE THAT LAUGHS AT THE SEASONS 


COMBINATION DOOR 





DELUXE 
JALOUSIE DOOR 


‘ee =—— RANCH MASTER SLIDING WINDOW 





INSTANTILT COMBINATION WINDOW 
TRIPLE CHANNEL AND DOUBLE CHANNEL 





LIFETIME 
MASTER P| 
effective 
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SEASONMASTER, INC. 

24 Kinkel Street 

Westbury, L.1., N.Y. 

| would like to [] discuss [] receive more information 
on K.D.’s (] windows & doors [] Lineal Lengths 

Firm Name 


Ba bcccacusdacapbeveliuibadaptianembentes City & State 


Signature 
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MANUFACTURERS 
WHOLESALERS 


and allied 


species 


Quality Merchandise 
Personalized Service 


MOULDING PLANTS AT: 
@ Klamoth Falis, Oregon 
@ Redding, California 
REPRESENTING: 
@ White Swon Lumber Co 
White Swan, Washington 


@ Heppner Pine Mills, Inc. 
Heppner, Oregon 


@ High Sierra Pine Mills, Inc. 


Oroville, California 


MAIN OFFICE: 
85S Senta Cruz Avenue 
MENLO PARK, CALIFORNIA 


Call or 


write 


TODAY 


We know you will 
be well pleased 
with our service. 


WARNOCK 


Tileels Lele hore) 


Circle No. 71 on Coupon. page 108. 
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KITCHEN EQUIPMENT 
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trifugal blower equipped with a re- 
placeable filter. Vents either horizon- 
tally or vertically. Available in stand- 
ard 30”, 36”, 42” and 48” lengths; 
choice of coppertone, stainless steel or 
white finish. Hunter Div., Robbins & 
Myers, Inc., Dept. AL, 400 S. Front, 
Memphis, Tenn. 


Circle No. 213 on Coupon, page 108. 


Hood and Fan Economy Package 


Built as a low-cost project special, 
the Stewart-Aire 100 hood and fan 
economy package features low cost, 
ease of installation and outstanding 
appearance. The new Stewart-Aire 
100 fan, which is available separately, 
is an 8” propeller type with five all- 
aluminum blades. A hanger kit, roof 
cap, wall cap and reducer-damper are 
available as accessories. Luxury fea- 
tures of the new Stewart-Aire 100, in 
addition to the electroplated finishes 
and fan, include a single speed fan 
switch, double lights and _ toggle 
switch, washable aluminum grease 
filter and two knockouts for fast easy 
fan installation. Hoods are available 
in 24”, 30”, 36” and 42” lengths. Stew- 
art Industries, Inc., Dept. AL, 320 E. 
St. Joseph St., Indianapolis, Ind. 


Circle No. 214 on Coupon, page 108. 








Space-Saving Sink Display 


Republic Steel announces a new 
space-saving sink display designed to 
show porcelain, stainless steel and 
Formica sink tops all in one package. 
Available with either 54” or 66” un- 
der-sink cabinet, the new display pre- 
sents 144 possible color and _ style 
combinations in each size. Republic 
sink tops are offered in white or 
colored porcelain on pressed steel, 
Formica bonded to steel and stainless 
steel. Drop-in bowls used with the 
Formica tops are available in white 
or colored porcelain on pressed steel 
and in stainless steel. Sink fittings 
come in standard, semi de luxe and 


de luxe styles. Republic Steel Kitch- 
ens, Republic Steel Corp., Dept. AL, 
Canton, Ohio. 


Circle No. 215 on Coupon, page 108. 
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Bilt-in Refrigerator-Freezer 


Beautifully styled, the Masterpiece 
Bilt-in Electric Refrigerator-Freezer 
occupies no more space than a con- 
ventional refrigerator. It is 7012” high 
x 35144” wide x 24” deep, yet has a 
roomy 22.3 square foot shelf area. The 
10.2 cubic foot refrigerator and the 
4.0 cubic foot freezer compartments 
are properly proportioned for the 
most practical home use. The eve- 
level refrigerator compartment is sci- 
entifically arranged for organized 
storage. This self-defrosting compart- 
ment features full width, 100% roll- 
out shelves. The separate freezer 
compartment stores up to 140 pounds 
of frozen foods. Thermador Electrical 
Mfg. Co., Dept. AL, 5119 District 
Blvd., Los Angeles 22, Calif. 


Circle No. 216 on Coupon, page 108, 


Furniture Look in Kitchen 


A new style achievement of a fine 
furniture look for the kitchen is an- 
nounced by St. Charles Mfg. Co. Tra- 
ditionally styled units achieve this 
furniture look without losing any of 
the functional efficiency of the regu- 
lar St. Charles line of custom-built 
storage units. Mellow, fruitwood fin- 
ished doors and drawer fronts have 
a specially designed molding to create 
the effect of a recessed panel. Antique 
brass pulls contribute to the richness 
of the pleasing exterior. A complete 
range of sizes, storage types and spe- 
cial purpose units are available with 
traditionally styled fronts. The steel 
cases used with fruitwood doors may 
be purchased in any of the 1€ differ- 
ent colors featured by St. Charles 
Kitchens. St. Charles Mfg. Co., Dept. 
AL, St. Charles, Il. 


Circle No. 217 on Coupon, page 108, 
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Built-in Oven-Broiler Unit 


A completely new built-in oven- 
broiler featuring a Roto-Roaster ro- 
tisserie and a new silicone door seal is 
available. The new, larger-looking 
unit fits the same cut-out dimensions 
of previous Caloric built-in oven- 
broiler units. Principal style changes 
give the unit a more modern appear- 
ance and the oven has been made 14” 
deeper to provide greater cooking ca- 
pacity. The clock-controlled built-in 
oven-broiler unit also includes an au- 
tomatic meat thermometer. Caloric 
Appliance Corp., Dept. AL, Topton, 
Penna. 

Circle No. 218 on Coupon, page 108. 
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Changeable Doors 

New flexibility in kitchen color 
planning is offered with the top-of- 
the-line RCA Whirlpool Imperial 
model steel cabinets, which have 
changeable doors and drawer fronts 
of non-warping wood. Door and draw- 
er panels are available in pink, yellow, 
green, white, oak or birch finishes. 
Requiring no tools to remove or re- 
place them, the changeable doors 
permit the homemaker to revise her 
kitchen color scheme frequently with- 
out the expense of complete redecora- 
tion. Whirlpool-Seeger Corp., Dept. 
AL, St. Joseph, Mich. 

Circle No. 219 on Coupon, page 108. 
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How Dealers Sell Kitchens 


Second installment of this 
Trend Report on Kitchen Busi- 
ness comes in your next issue 
of American Lumberman, with 
dealer case examples of success- 
ful kitchen departments. 
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STANLEY 


Electric 
_ Tools 


| 2 blades and ripping gauge 
_ FREE to your saw customers 


Now you can sell any one of the great new Stanley Heavy Duty Builders 
Saws and offer your customers a bonus worth up to $9.30. Here’s how: 


A prepaid postcard will be packed with every Stanley Saw you buy 
until this offer is withdrawn. Your customer puts his name and 
address on the card and drops it in the mail. By return mail we 
send him absolutely free two combination saw blades and one 
ripping gauge. You have nothing to do but make the sale. 


y now only $89.95 
. now only $74.95 
. now only $64.95 

now only $59.95 


POST ROUGH 1 a ta sane 


rs Worted: $25,000 Yea 


The May 4th issue of THE 
SATURDAY EVENING POST 
tells 16,876,000 readers about this 
FREE bonus on a good saw buy 
at your store. 


Ask your distributor about Stanley Saws now. Buy the 3 saws shown and 


get the display stand FREE. 


Stanley Electric Tools, Division of The Stanley Works, New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools + drapery, industrial and builders hardware + door controls + aluminum windows + metal parts + coatings « 
steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 


Circle No. 32 on Coupon, page 108. 
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Sack Racks Help 
Self-Service 


Sales are speeded and clerks’ time 
saved at Golden State Lumber Co., 
Santa Monica, Calif., by hanging 
three sizes of paper sacks on the end 
of each builder’s hardware mer- 
chandise rack. The sacks are placed 
in wire holders which are hooked to 
holes in the ends of the displays. 
Now the customer doesn’t have to 
make several trips to the cash reg- 
ister with hands full of small hard- 
ware items; he simply drops them 
into a sack and the clerk rings up 
the sale. 


Put the Customer at Ease 


Reminding the customer that his 
comfort comes first is winning sales 
for Kelly-Fradet Lumber Co., East 
Longmeadow, Mass. High stools, 
facing a smartly-finished counter, 
provide a pleasant sales atmosphere 
and few customers can resist the 
urge to “seat” themselves and be 
waited upon. 

Movable chairs were selected and 
the counter is constructed so that it 
may be moved outward, allowing for 
future office expansion. 
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Sign Makes Sales 


A billboard playing up the repair 
and remodeling services offered by 
the Knoll Lumber & Hardware Co., 
Kenmore, Wash. has proven a profit- 
able advertising media, according 
to lumber dealer Car! Knoll. In addi- 
tion to pointing out the firm’s easy- 
payment plan, the billboard adver- 
tises a three-bedroom home for $52 
per month, built on the owner’s lot. 

“This sign brings us more people 
per dollar than our newspaper ad- 
vertising,” says Knoll. “In addition, 
we lease space beside our sign to 
other merchants. This rental helps 
pay for the annual repainting of our 
sign, about $300; the sign originally 
cost $500. 


<A TE. t 
Handleless Drawers 


When the Swedish carpenter de- 
signed the drawers for the counters 
in the new showroom of the Bennett 
Lumber Co., Clinton, Iowa, he elimi- 
nated the pulls. Instead, the carpen- 
ter affixed the backs of the drawers 
on an angle so the bottom of the 
drawer serves as the handle. 

Harry Schultz, manager shown 
illustrating a drawer, says the ad- 
vantages include no handles to break 
off or catch clothing and greater 
cleanliness. The idea might work 
well for some _ kitchen cabinet 
drawers. 

Result? Increased efficiency for 
countermen. 
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Space-Saving Racks 


Plywood and sheet stock mate- 
rial takes up space never before 
put to use at the Forest Products 
Lumber Co., East Longmeadow, 
Mass. Use of this rack allows for 
twice the vertical expansion possible 
with ordinary floor loads. 

Overall height is 14 feet, adjust- 
able load plates may be inserted 
at 12-inch intervals. The load space 
is 52 inches wide and the struc- 
ture is eight feet deep, allowing 
for easy stowage of standard size 
sheet material. 

Forest Products first ordered four 
sections, later installed two more 
and contemplate adding two addi- 
tional sections when volume de- 
mands it. 

In addition to space, there are 
also savings in energy and time. 
Not only are different sizes and 
types separated, but it is also easier 
to sort through a _ section when 
choosing a particular sheet. (You 
can secure the name of the manu- WITH 


facturer of these racks by writing 

to American Lumberman, 139 North Fe eee oe “ 
_ ‘ © ° ° t . n 

Clark Street, Chicago 2, Illinois.) icontade. ertown 





Only Glumac has all 3: (1) selected, 


deeply striated factory stained cedar shakes 


ie (2) asphalt impregnated backer board 


ii 


for permanent insulation (3) twelve 


Shop Coats beautiful colors with matching colored nails and 
identify Salesmen 

With more and more retail lum- : a: : : 
beryards adopting special distinc- cation. Sell Glumac units —a real profit builder! 
tive jackets and uniforms for store 


and yard personnel, General Lumber Write for Shakertown “Bell Ringer” Brochure , 
& Supply, Berkeley, Calif., has oad 
added a sales twist to the idea. Store ae , 


! 
. ‘ ns ; THE PERMA PRODUCTS COMPANY 
salesmen Charles Hoyle and Rex 20310 Kinsman Road, Cleveland 22, Ohio Ghent tenn tialitie 


Dalbey wear white duck coats 
trimmed with red while on duty. 


The brand name of their power | Name 


tool line is embroidered on the back Add 

of each coat. Thus, the coat serves | go pecany 

as a silent suggestion to customers | city ertown 
to have a look at the firm’s power | 


tool offerings. | State 


‘iiffy"’ corners for a finished job all in one appli- 


| Send me your Dealer ‘Bell Ringer'’ Brochure today. are convenient to stock, 
easy to sell. ia 
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LUMBERMAN Jack Hackard shows part of firm's special equipment for speed- 


ing production of fence parts. 


FENCE PARTS stacked in tidy piles before 
the conveyorized cut-off saw show the 
efficiency with which saw-man and helpers 
can work here. 


California firm has de- 
vised unique system to in- 


crease production. 


Dealers’ time-saving devices 





Speed Output 


A conveyor belt on the off-bear 
side of a cut-off saw is speeding 
production of redwood fence lum- 
ber at Economy Lumber Co., Sac- 
ramento, Calif. The device was 
developed by Jack Hackard, part- 
ner. 

Two men can produce as much 
fence material in one day as they 
formerly produced in three days 
b. c. (before conveyor), says Hack- 
ard. With three men working, 
daily production is about 18,000 
feet, which is comparable to box 
factory production. 

The conveyor belt carries away 
the scrap ends, allowing the saw 
man and his helpers to concen- 
trate their attention on the good 
pieces. 
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SCRAP IS DEPOSITED into carrier boxes placed be- 


low the continuous belt conveyor, a part of Hack- 
ard's ingenious system. 





Other refinements. While the 
conveyor belt is the heart of Hack- 
ard’s system, there are a few other 
refinements that help. First, the 
swing cut-off saw is moved through 
the cut by an air cylinder actu- 
ated by a foot pedal. This gives a 
faster cutting motion than pulling 
the saw through the cut by hand. 

Next, there are a number of 
permanently set stop blocks so it 
is easy to measure off the proper 
length piece each time. 

Random length No. 3 sap com- 
mon redwood without shake is 
used. This lumber is cut into 
lengths of 12, 18, 24, 36 and 48 
inches and 6-foot and _ 8-foot 
lengths, depending on how these 
lengths can be cut from the ran- 


2 





of Redwood Fencing 


dom length lumber most economi- 
cally. 


Conveyor goes to work. After 
the saw cut is made, the helper 
takes off the good lumber, leaving 
the scrap end remain on the off- 
bear table. The conveyor belt takes 
it down to the end, where it is 
dumped off onto another conveyor 
which in turn carries it to a scrap 
box. 

The scrap box is out away from 
the cut-off operation, so it can be 
removed easily by the firm’s fork 
truck. Thus, scrap does not gather 
behind the saw and the helpers 
don’t have to turn-to and remove 
the scraps from that hard-to-reach 
place from time to time. 
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by promoting USS American 
Welded Wire Fabric Reinforcement 


L] 








SELL BUILDERS 


Every sale of concrete offers a good op- 
portunity to add the sale of welded wire 
fabric reinforcement at a good profit. 
Builders are being pre-sold for you on 
the advantages of American Welded 
Wire Fabric in magazines like House & 
Home, American Builder and Practical 
Builder. All you have to do is let them 
know that you sell American Fabric. 
We have the ad mats and the promotion 
pieces you need to tie-in effectively and 
profitably . . . to merchandise American 
Welded Wire Fabric—and they are yours 
free. Just send the coupon. 














SELL HOME OWNERS 


American Welded Wire Fabric increases 
property valuation because it adds 30% 
to the durability of concrete. This in- 
creased durability results in a higher 
resale value and it cannot be added after 
completion of the home. 

Patios, swimming pools, and other 
concrete structures have a place in re- 
modeling and modernization projects. 
Home owners, too, are being alerted 
through advertising to the benefits and 
the low cost of American Welded Wire 
Fabric Reinforcement. 


AMERICAN STEEL & WIRE 
DIVISION 
UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, 
PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA, 
SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 











We, 4 e 4 
BUYERS WILL ASK dt Reiafrced, 


Be sure that concrete you sell 
is reinforced — with 





American Welded Wire Fabric 
that has been sold by you. 


UNITED STATES STEEL 





BUILDING PRODUCTS MERCHANDISER 


FREE MERCHANDISING AIDS! 


2 AS A TMCS ee RU RR ae 
American Steel & Wire 

Dept. 3A-47, Rockefeller Building 

Cleveland 13, Ohio 


4 


Please rush me your free profit-building kit that 
will help to tie-in with your advertising and sell 
American Welded Wire Fabric as an extra 
bonus on regular concrete sales. 


i ai atin nese ene 
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A TALK of the INDUSTRY 


Formica Takes 
to the Walls 


Formica is taking to walls in 
kitchens, bathrooms, recreation 
rooms, living areas and hallways as 
the result of new adhesives and in- 
stallation techniques, reports the 
Formica Corp., Cincinnati. Vertical 
surface installations open up a vast 
market to the installer and a new 
realm of use of Formica by the 
homeowner. 

Formica on walls is not entirely 
new, however, the latest method of 
installing it is new. Formerly, the 
only recommended procedure and 
method of installation was to veneer 
the Formica sheet to plywood and 
then position and attach the entire 
slab to the wall. This called for 
part of work being done away from 
the point of installation and in a 
shop where facilities and equipment 
for veneering were available. Now, 
the Formica sheet can be installed 
direct to the existing wall surface. 
This is made possible through the 
development of a new adhesive, 
Formica Fast Dry Contact Bond 
Cement. This adhesive is especially 
designed for on-the-job installation. 

No longer is Formica limited to 
kitchen sink cabinet tops, furniture 
and the bathroom Vanitory. Now 
Formica sheets are literally being 
turned up on edge and glued to the 
wall. Formica is taking to the walls 
with several variations, including 
wainscot or full wall height. 





MOLDED of Bakelite phenolic plastic, 
these new all-plastic drawers are produced 
by Knoll-Drake Products in three sizes and 
three colors. Designed to simplify the 
problem of building an adequate and 
varied storage space, the drawers are 
particularly adaptable for kitchen use. 


Plastic Drawers Offer 
New Concept in Storage 


One-piece molded plastic drawers 
for built-in storage units are offered 
in a range of three sizes and three 
colors, to combine the advantages of 
ease of installation, non-sticking, 
easily cleaned, rounded corners and 
smooth edges that won’t snag. 
Molded of Bakelite phenolic plastic, 
these drawers are designed and pro- 
duced by Knoll-Drake Products, 
Inc., New York City, as a result of 


development work by Bakelite Co., 
Plastics Div. of Union Carbide and 
Carbon Corp. 

Soid through lumber dealers, the 
drawers are of three sizes: 34%.” 
wide x 7 3/16"; 34%” wide x 
39/16”; 17%" wide x 45/16”. All 
are 18 3/16” in depth. The surface 
of the molded phenolic plastic is 
hard and resistant to scratching and 
the drawers are especially adaptable 
for use in the kitchen for holding 
cooking utensils and cutlery, or in 
the dining area. The drawers are 
supplied in a lustrous black finish, 
or with extra-tough spray-coated 
gray or white fronts. 


Republic in Across-the- 
Desk Sales Conference 


An individualized national sales 
conference, designed to establish 
closer personal relationship between 
factory and field personnel recently 
was conducted for district renre- 
sentatives of Republic Steel Kitch- 
ens in Canton, Ohio. Instead of at- 
tending a group conference as in 
the past, the district representa- 
tives were called in one at a time to 
attend a series of individual meet- 
ings at which sales, advertising, 
merchandising and promotion plans 
during 1957 were outlined. 

“We feel that a _ personalized, 
across-the-desk conference paves 
the way for closer mutual under- 
standing,” explains C. E. Howes, 
general manager of sales of the 
Berger Div. ‘““Each man and each 
man’s territory has its own partic- 
ular problems and requirements and 
these can be discussed more thor- 
oughly in individual meetings.” 

(Continued on page 70) 
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JUDGES of the 1956 Bilt-Well Builders’ Contest, left to right: Joseph Mason, New York, 
editorial director, American Builder; Martin L. Bartling, Jr., Knoxville, Tenn., secretary, 
NAHB; William H. Scheick, Washington, D. C., executive director, Building Research 
Institute; Robert C. Reschke, Chicago, senior associate editor, Practical Builder; and 
Carl Norcross, New York, executive editor, House & Home. 
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Winners Announced in 
Bilt-Well Contest 


The winners of the nationwide 
1956 Bilt-Well Builders’ Contest 
have been announced by Carr, 
Adams & Collier Co., Dubuque, 
Iowa, manufacturer of Bilt-Well 
awning windows, double - hung 
windows, kitchen and_ storage 
cabinets. Nearly 1,000 entries 
were received at the time the con- 
test closed in what was termed as 
one of the most successful contests 
of its kind, advertising manager 
Allen E. Stoltz said, in compli- 
menting the builders on the fine 
quality of entries. 

Grand prize winner was Donald K. MacGil- 
livray, Spokane, Wash. His prize is an all- 
expense paid vacation trip for two to Europe. 
Regional winners are: Loren W. Benton, San 
Antonio, Texas; Alden Robbins, Cranston, 
R. I.; Joe T. Ruby, Uniontown, Penna.; Nel- 
son G. Ray, Chesterland, Ohio; Walter Thomp- 
son, Marion, Ind. 

This year the dealer was eligible for prizes 
for supplying Bilt-Well products used in the 
winning installation. Lumber dealers winning 
all-expense paid trips are: Standard Lumber 
Co., San Antonio, Tex.; Harris Lumber Co., 
Providence, R. I.; HiWay Supply Co., Union- 
town, Penna. 
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Sherman Fork Lift with 2 Men 
Doubles Output of 7 Men! 


* 


we Unloads 6,720 Crates Daily at 


" ber’s Baby Food Pi 
 \\ Gerber’s Baby Foo camt 


It formerly took seven men to unload and stack 
3,360 field crates a day. Now this work output is 
doubled, and only two men do the job. The other five 
men have gone to other shipping department jobs. 

That’s the enthusiastic report from The Gerber 
Products Company at Fremont, Michigan, since a 
Sherman Fork Lift was put into service there. It cut the 
cost of this multi-man sized handling job to the bone. 

The popularity of Gerber’s delectables for the 
tiny folk was at the base of the problem. Approxi- 
mately 150,000 crates are in continual use. Con- 


The Sherman Fork Lift 
is sold and serviced 
by your local 
FORD TRACTOR DEALER 


© 1957, Sherman Products, Inc. 


BUILDING PRODUCTS MERCHANDISER 


Shensiy) = 


PRODUCTS, 
ROYAL OAK, MICHIGAN 
POWER DIGGERS © FRONT END LOADERS © FORK LIFTS* 


ventional equipment can handle the crates in the 
paved shipping areas, but in the orchards and the 
storage fields the Shermans are required because 
of their ability to negotiate the rough terrain. 
Gerber officials looked at the Sherman Fork 
Lift’s capacity to lift 4000 pounds to a height of 
ten feet and to operate with little maintenance. 
They gave it a 30-day trial at the tough task and it 
sold itself, literally, when actual dollar comparisons 
were made. Gerber’s now has three Sherman Fork 


Lifts in use. 


tRegistered Trademark 

of Gerber Products Co. 

used with its permission 

I N Cc 7 *Manufactured Exclusively for 
Sherman Products, Inc., 


by K-D Mfg. Co., Cleburne, Texas 
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Warns Lumber Could 
Be Priced Too High 


Lumber could be priced so high 
that it would lose all of its markets 
to competing products, warned 
A. Kenneth Beggs, economist of the 
Stanford Research Institute of Palo 
Alto, in speaking to more than 1,000 
delegates attending the 8th annual 
Sierra Cascade Logging Conference 
in Sacramento, Calif. 

Beggs declared that lumber prices 
have gone up much more ranidly 
than the prices of other building 
materials in the period since 1945. 
“Lumber prices will continue mov- 
ing upward faster than such items 
Fast, thorough mixing, clean discharge and long trouble- as clay and metal products, Beggs 
free service make SPEED KING mixers a top favorite. . declared, and once lumber markets 
They also have many Jaeger-designed features never oe are lost to other competing mate- 
before offered in popular priced mixers. ’ wo rials Mg markets are not easily re- 
SPEED KING plaster-mortar mixers have four sets of \ . ) gl attributed the lumber price 
3-blade paddles, give you faster, criss-cross mixing, , i Tr “s Sas RAR eee : nee 
produce smoother, more even tempered material that a “en siachieie coats aunt dae alleen. 
is easier to spread or spray. Available in 4 and 6 ft. | F . P tire ca 1 pe ‘ I sis 
sizes, with gas or electric drive and shift-lever power ' tion 0 DY -proc ucts. 
engagement. Timken shaft bearings have leak-proof 


seals for trouble-free life-time wear. Send for catalog, 34S Concrete Mixer: West Coast Lumbermen 


A fast, reliable small tilter for 


low prices, name of local dealer. in. and casstey werk. Win Sweepstakes Award 


SPEED KING Manufacturing Co., 160 West Spring Street, Columbus 16, Ohio Grand sweenstakes award for the 
Division of The Jaeger Machine Company outstanding advertising and mer- 

Circle No. 74 on Coupon, page 108. chandising program of 1956 has 
a . a cen ae ee i io ES been awarded to the West Coast 
Lumbermen’s Association in Port- 
land, Ore. This is the second time 


BLACK DIAMOND in the past six years the associa- 

bi - tion as _ the — Reet gees 

4 ay memorial trophy for the best ad- 

pei lggest LUMBER CO. vertising and — program 
originating in Oregon. 

pro if line Cited for the excellence of its 

Manufacturers of full-color national advertising and 

its imaginative promotional litera- 

ture and merchandising booklets, 

. 2 the association competed with some 

of the best known national product 

BRAND advertising to win the honor. Rob- 

ert E. Mahaffay, advertising and 

trade promotion manager for 

WCLA, accepted the trophy at the. 


i lit 
Finest Quality annual banquet of the Oregon Ad- 


-your fastest 


selling line WHITE FIR STUDS vertising Club, along with Carroll 


O’Rourke, representing the Cole and 
and Pine Panel Weber advertising agency, which 
services the association’s account. 


of 


Studs loaded crosswise in car 
in double steel banded units 
for fork lift discharge. 


P. 0. BOX 50 ere — 
PERKINS, CALIF. a! ae “TEE 
Phone: Gladstone 1-657] ARCHITECT'S SKETCH of the new Home- 
lite chain saw plant, which is being built in 
Gastonia, N. C. It will be completed dur- 
ing the summer of 1957, at which time 
Homelite will transfer its whole chain saw 


. 
Red Devil Tools. ‘ production from Port Chester, N. Y., to 
. . Gastonia. The new factory will employ be- 
eS tween 400 and 500 people. 
Circle No. 75 on Coupon. page 108. Circle No. 76 on Coupon, page 108, 
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Producers, Packagers 
Wanted for Instant-Pave 


Instant-Pave, a new formula 
ready-mix asphalt blacktop, is ready 
to use, nothing to add, no mixing 
or heating. It is packaged in 
sturdy, plastic-lined, air-tight bags, 
which keep the asphalt in a state 
of softness until it is exposed to 
the vig — a — 

This completely new aspha 3 |= M MAKE 
blacktop, which can be rolled on a : Tus EMBLE 6 EASY! 
with garden roller or tamped with YOUR SHOPPIN : 
rake or shovel, was developed by 
the Sicilian Asphalt Paving Co., 
130 William St., New York 38, in 
cooperation with Shell Oil Co. The 
firm is seeking asphalt plants to 
become franchised producers and 
packagers of the new product, de- 
signed especially for homeowner 
use. 


Acme Steel 1956 Sales 
Reach New High 


Acme Steel Co., Chicago, and its 
subsidiaries report that 1956 sales 
ptt “ 54,162,000, i 2 - : aera This Better Homes and Gardens two-page advertisement in April, 
+ 10 ban ky te ak Beckaanaae another in the Post, April 6, a page in Life, April 1... feature 
ota : . spree e, the names of advertisers using the Yellow Pages emblem. 
figures of earnings before audit in- | 
dicate a net of $6,723,000 or $3.20 
per share based on the average | 
number of shares outstanding. The 


previous year’s earnings were $6,- 
172,000 or $3.11 per share. 
Invests $71 Million in 


Improvement, Expansion 
Funds invested by Weyerhaeuser 


Timber Co. in improved and ex- | 
panded facilities last year reached = ER 
the highest level in the firm’s 56- 

year history, according to the an- | = 8 

nual report just released. In 1956 | 

the Tacoma, Wash., company in- W 

vested $71 million in plants, ea ip- 

ment, roads, timber and _ timber- g 

lands. The largest amount previous- | i 
ly expended in any one year was ven e 
$40 million in 1955. 

The company estimates this in- 
vestment will create approximately The Yellow Pages emblem will be displayed by 104 leading adver- 
600 new jobs for Washington and tisers in their April ads appearing in Better Homes and Gardens, 
Oregon people. Investments totaling Life, and Saturday Evening Post. It’s part of a continuing Yellow 
$330 million in the past 10 years tall tie sige sgh erate dapponlteta echt, “etait 
have resulted in an employment in- Pages emblem promotion. In these same magazines, Yellow Page: 
crease from 8,530 in 1946 to 14,527 
at the close of 1956. Sales of forest Du Pont Paint, Johns-Manville, Kentile, Masonite, Ruberoid are 
products in 1956 amounted to $324,- among the firms participating in this tie-in promotion. 

129,330, compared with $316,732,- eras: a ae 
545 in 1955, an increase of 2.3%. Bell telephone companies promote the Yellow Pages aguas 5 
Net income for 1956 totaled $51,- locally -1In newspapers, television, billboards and other media. 
446,603, equal to $2.06 a share, com- Many local businessmen also display the emblem. 

pared with $49,241,030, or $1.98 a 
share in 1955. —_ oo , 

Most significant 1956 forestry What does this giant tie-in promotion mean to you? 
Oe cua ie teen Wa. Find Your More and more people will use the Yellow 

ete : Nearest Dealer Pages to find who sells the products and 


haeuser Timber Co. seeded or treat- : odwertined 
ed for rodent and brush control In The services they see advertised. 


35,500 acres of land and hand plant- Yellow Pages Your own advertising in the Yellow 

ed an additional 3,700 acres of i Pages will be more effective than ever. 

seedlings to insure raw materials @ 

for company mills in future years. : 
(continued on next page) 
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The CHOICE 
/ 


where quality counts: 


INSTALLS FASTER 


LIFETIME GUARANTEED 


Year after year, the world’s foremost home 
prefabricator depends upon E-Z-SET for up-to- 
the-minute styling, ease of installation and trouble- 
free operation. You, too, can depend upon National 
E-Z-SET because they are priced right to sell fast. 


Self-aligning thru-bolts Available with or without 
deadlocking latch bolts in 
Only 3 pre-assembled units cegular or 5” (1 pe.) backsets 


In all standard finishes Also matching interior sets 


Over 25 Years Manufacturing Fine Builders Hardware Exclusively 


ATIONAL HARDWARE 
CORPORATION 

Ozone Park 16, N.Y. * 205 W. Wacker Dr., Chicago 
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COMPANIES ANNOUNCE 


Pittsburgh Plate Glass Co., Pittsburgh, set a new record 
in sales during 1956 and achieved its second best year in 
earnings, according to the company’s annual report signed 
by board chairman Harry B. Higgins and president David 
G. Hill. Total consolidated sales of $596,573,825 were 2.5% 
above the 1955 record of $581,966,244. Net earnings of $55,- 
381,729 equal to $5.62 per share were 9.9% under the 1955 
earnings of $61,433,716, or $6.26 per share. 


Production was started recently in the new factory of 
Adjusta-Post Mfg. Co., Akron, Ohio. The new plant, lo- 
cated a half block north of the replaced buildings, will 
quadruple the potential productive capacity. A new addition 
to the Adjusta-Post line also is announced in the No. 900 
series of precut standard basement columns with top and 
bottom plates. They are of 11l-gauge steel tubing with 4” 
diameter. 


Millers Falls Co., Greenfield, Mass., 
announces the appointment of Arthur 
E. Ackerman as general sales man- 
ager. Ackerman succeeds Clarence W. 
Otto, who is retiring as vice-president 
and general sales manager after 36 
years with the company. Ackerman is 
currently making field trips to meet 
distributors and contact members of 
the sales organization to discuss plans 
to improve and strengthen company 

Ackerman policies. 


_ United States Gypsum Co., Chicago, announces the sign- 
ing of a long-term lease on the insulation board and hard- 
board products plant owned by Oregon Fibre Products, Inc., 
at Pilot Rock, Ore. Under the terms of the lease, the plant 
will be operated by the U. S. Gypsum Co. and will be known 
as its Pilot Rock plant. 


Publication of the first issue of The Matico Tiler, an 
external house organ for floor and wall covering dealers 
and distributors, is announced by Mastic Tile Corp. of 
America, Newburgh, N. Y. A four-page illustrated pub- 
lication with newspaper format, The Matico Tiler is pub- 
lished monthly and distributed to more than 35,000 readers. 


The following officers for 1957 were elected at the 68th 
annual meeting of the Northwestern Hardwood Lumber- 
men’s Association, Minneapolis: A. R. McDonell, president; 
Gordon Jones, vice-president; Ralph Thorpe, treasurer; 
A. F. Wellsley, secretary. Elected to the Board of Arbitra- 
tion was L. S. Clark, Jr., chairman; Kenneth Peschau, 
Evan Day, Hillard Youngblood and Frank Daughenbaugh. 


V. R. Belden of United States Gyp- 
sum Co., Chicago, has been elected 
president of the Insulation Board In- 
stitute for 1957. G. L. Oswald, Simp- 
son Logging Co., Shelton, Wash., was 
elected vice-president. Wade W. Hil- 
dinger, National Gypsum Co., Buf- 
falo, was elected treasurer; M. M. 
Morris, Celotex Corp., Chicago, was q 
reelected assistant treasurer. Belden \ 
and Oswald also were named to the | 
institute’s board of directors. Belden 


A whole new market in the building industry has been 
opened up for The Flintkote Co., New York City, with ap- 
proval by the New York Board of Standards and Appeals 
permitting use of Insulrock in the construction of insulated 
cavity walls, P. C. Rowe, executive vice-president, an- 
nounces. The Insulrock business was acquired by Flintkote 
early in 1956 as part of an announced program of expan- 
sion and diversification involving $20 million. 


Reginald L. Johnson has been elected vice-president of 
Johns-Manville Sales Corp., New York City. He will direct 
all Johns-Manville advertising and sales promotion activi- 
ties as sales promotion manager, succeeding H. M. Shack- 
elford, who has retired after nearly 30 years service. 


Curtis Companies, Inc., manufacturers of Curtis Wood- 
work and Silentite windows, reports the transfer of Ivan 
H. Ramsey from the general office of the organization in 
Clinton, Iowa, to the Scranton, Penna., division, as eastern 
vice-president and manager of the Scranton operation. 
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IS A GOOD 
RETURN 












6) TWO CAR GARAGE 


=r Oy 









Here’s how you make 


a profit of $3,5°° 


from an initial investment 


f 52¢ 







SAVE MONEY 


BUILD IT YOURSELF 






YOU NEED THIS DISPLAY ON YOUR COUNTER 


* NOVA 
Handbook 


‘ e { NI Vs 
So—if the average pattern costs you 52¢, NOVA 
7 BUILDING 


PRODUCTS 









the sale of the pattern. The average pattern 
specifies $140.35 worth of materials you 


These figures are based on the sales records 
of building materials dealers selling Easi- 
Bild* Patterns. What other dealers are 
doing, you can do. The procedure is simple. 
The merchandising method is all worked you 
out for you. You have the backing of year- 


; ef 
jexl4 | Ff oa te 
} round advertising and publicity. : ¢ 
} A ev ; a day — for 300 working days — you have tramenwes 


You build 





* Homasote 


Handbook 








already stock—on which you make 25 


INSULATING BUILDING 


| HOMASOTE 
| BOARDS 


have a total profit of $35.36. 





On this basis, if you sell only three patterns nemasers 






Nowa Sa.ts 





BOmatere cOomPAnT 4 
| beanies ee 
HOMASOTE 
HANDBOOK 













And it isn’t a one-time shot! 
a new volume of repeating sales — because 
you are rendering your customers a valu- 
able and appreciated service. Beyond your 


a profit of $31,824 you are not getting 
otherwise. If that sounds like a pipe dream, 


22 different 


consider this: through only 22 
patterns, in which Homasote is specified, 


NOVA 
HANDBOOK 





are saving each customer about 6624 % of $33,000,000 of building materials sales were 





new profits, you 
what he would otherwise be spending. 








created in one 12-month period! Remember: each pattern 





specifies the complete bill of materials; they are all building 





Easi-Bild Patterns enable the average home-owner to build 
for himself a wide variety of buildings, garages, cabinets, 
furniture, boats, toys and holiday decorations. Each pattern 
gives him full instructions — step by step and without any 
blueprints. He gets professional results every time. And each 





materials 





Your Jobber or your Homasote Representative will gladly 





give you the full details on Easi-Bild Pattern merchandising, 





advertising and publicity. Or-—write us direct to Dept. D-17. 
°T.M. R Easi-Bild Pattern ¢ pa 






completed project makes him want to start 





another one. oe —_ eo 


— 





a Sat 


aL — 


a=. 
KNOW-HOW 


as 2 
FILMS 





In each pattern is a complete bill of materials — 
which you fill. It specifies every item — lumber, 
Homasote, paint, hardware, cement, etc 














Now let's look at the figures in detail. Easi-Bild 
Patterns sell at an average of 77¢ each. (Most are 
between 50¢ and $1.00). You make 3314% on 





es 
DO-IT-YOURSELF 
FILMS 


acura HOMASOTE COMPANY « TRENTON 3, NEW JERSEY 


CHRISTMAS 
FILMS 
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DEALER 


KEY PEOPLE at the New England workshop 
included, left to right, Art Hood, editor, 
American Lumberman, who led the work- 
shop sessions; R. J. Gibbons, merchandis- 
ing and sales manager, New England 
yards; A. Douglass Hall, financial vice- 
president and A. G. Hanson, general man- 
ager, New England yards. 


Lineyard Managers 
Set New AL Clinic 
Attendance Record 


noe ib santin SIO 
SE nite sce 
a To tan 


PR a 
—— 


SOLVING PROBLEM isn't too difficult if 
everyone concentrates as they're doing 
during this rest break. 


= 


+ 
07? » 


DIAMOND MATCH CO. managers in New England come up with the answer at the 


workshop sessions in Boston. 


Diamond Match executives on east and west coasts 
attend special management clinics led by American Lumber- 


man’s editor Art Hood. 


Two “firsts” were recorded re- 
cently when 84 managers of New 
England and California yards of 
The Diamond Match Co. took part 
in management workshops led by 
American Lumberman editor Art 
Hood. 


According to A. Douglass Hall, 
financial vice-president of Diamond, 
the management meetings were the 
first the company’s key managers 
had ever participated in as a group. 

Editor Hood said that the clinics 
were the largest he has moderated 
composed entirely of a single line- 
yard organization. 


Heading the DMC men at the 
meetings were Hall; A. G. Hanson, 
general manager of the New Eng- 
land retail division, and Chester E. 
Hinshaw, California retail division 
general manager. A total of 55 Cali- 
fornia lineyard managers and 29 
New England retail managers at- 


74 


tended the meetings held at Chico, 
Calif., and Boston, Mass. 

Practical training. Hood ex- 
plained to the managers that four 
years’ experience in conducting 
management workshops has brought 
together the best retail lumberyard 
operating techniques used by more 
than 2,000 managers operating all 
types and sizes of yards. 

These techniques were presented 
to the Diamond men for their guid- 
ance in operating their individual 
yards. Management techniques dis- 
cussed by the managers included: 
meeting competition effectively; 
pricing policies; use of credit as a 
sales tool; merchandising and ad- 
vertising, selection and training of 
employes. Each man during the 
four-day sessions assembled two 
thick books of his own notes on 
retail lumberyard operating case 
histories and the application of 
basic principles of yard manage- 
ment. 


Thomas Lyon Fisher at 82 is still 
on the job as president of Bountiful 
Lumber and Building Assn., which he 
organized in 1892. He was born in 
Bountiful, Utah, in 1875; in 1901, he 
entered the lumber business at th’ 
time native lumber was brought froin 
the sawmills in Utah canyons and 
stacked beside the general stores in 
the settlements. In 1925, the business 
was taken over by Fisher and incor- 
porated in 1927 as the Bountiful Lum- 
ber & Supply Co. Fisher works every 
day, actively directing the operations 
and planning and dreaming of future 
expansion. 


Walter DeBrock has been named 
director of merchandising and sales in 
charge of a new improvement service 
to residential and commercial property 
owners, which Kelsey & Freeman Lum- 
ber Co., Toledo, Ohio, is establishing, 
according to John Kelsey, president. 
The service will include supervision of 

(continued on page 76) 
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Meet the Jalousie Style Tren 


AN-TECOT-1 has the best 
PROFIT 


Opportunit 


Jalousies are being considered for every new 
home and every remodeling job. Be ready to 
supply this growing market. 


Suggest them for: 


1. Kitchen Windows 
Quick ventilation. Opens so easily by 
turning the operating crank. Convenient 
to reach when leaning over a sink. 


2 ty ee 


2. Prime Windows for any room 
Storm windows and screens available 


where needed. 


3. Porch Enclosures. Breezeways. 
Make year ‘round rooms of these sel- 
dom used areas, 


PRO-TECT-U Jalousies are of the 
finest quality throughout and have 
features of design 


j 


many unusual 
and construction that make selling 
easy! Patented “contour” Vane 
Holders have no sharp projections 
or tabs to bend, no springs or inserts 
to get lost or fall out. Glass cannot 
be removed from Com- 
pletely weather-stripped. Continuous 
Heads and Sills on multiple units. 


7 


As 








Oe: 1 


MY outside. 


MY 
MMf{/ 











WHA 


WN 


‘ 


WA J 


Interchangeable right or left hand 
operation on all units. 


Pro-Tect-U Jalousies have been hurricane tested and approved Ui 
They meet the Florida Window Manufacturers Association’s = 
specification for air and water infiltration under dynamic con- 
ditions of wind and water — as confirmed by the University of 
Miami Housing Research Laboratory. 


Unt ; 
WW = Best of all 


ZA quality standard in 


the 
yet 


PRO-TECT-U is 


Jalousies 











sell on a profitable basis. 





priced to permit you to quote and 
@ Oldest, most experienced company. 


@ Best design. Tested and improved over 20 years. 
To help you, we have new displays, cata- 


® Engineered to meet all window and door require- 
logs, stuffers and ad mats. 


ments. You can quote on any job. 


The ORIGINAL Qed, 


PRETECTL 


ny Molt] ete) ji fe] 7-wale) . | 
4525 Ponce de Leon Blvd. @ Coral Gables, Florida 


-------------4 
PRO-TECT-U Jalousie Corporation 
4525 Ponce de Leon Blvd., Coral Gables, Fla. 
Please send me the full sales opportunities on 
PRO-TECT-U Jalousies. 
[ ] Please have your representative call. 


AL-4 


Name 


Address 
Zone 


City 
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construction and financing as well as 
providing materials for property 1m- 


provements. 


Robert Jorbin, manager of the Ed- 
ward Hines Lumber Co. in Villa Park, 
Ill.. will be one of a crew of four to 
sail a 43’ sailboat across the Atlantic. 
The other three members include Dr. 
Alfred Wolfarth, a Mt. Prospect, IIl., 
physician, his wife and his eldest son, 
Robert, a construction engineer. The 
crew will pick up the boat in Bremen, 
Germany, and after a week or so of 
trial runs, taking on provisions and 
sightseeing, they will begin an 8,000 
mile, four-month journey home. They 
wil! sail the yawl through the Great 
Lakes to Chicago. ““We’ll see you in 
August,” they write. 


1957 DEALER 
CONVENTIONS 


Northeastern 


A year in which greatly increased 
activity in home modernization 
should offset a 
decline in new 
housing starts 
was. predicted 
for 1957 at the 
63rd annual 
three-day con- 
vention of the 
Northeastern 
Retail Lumber- 
men’s Associa- 
tionin New 
York. More than 4,000 lumber 
dealers, guests and industry repre- 
sentatives attended the _ sessions 
and heard John R. Doscher predict 
that homeowners will spend $18 
billion in home improvements this 
year, an increase of 20% over last 
vear’s $15 billion. U. S. Housing 
Administrator Albert M. Cole ad- 
vised the group that the way to a 
good year in new housing lies in 
the direction of the lower cost 
housing market. 

One entire business session was 
devoted to the presentation of the 
story on the Women’s Congress 
Homes. Models of the four special 
designs of Women’s’ Congress 
Homes, incorporating the 59 basic 
features that women want, were on 
display. 

Officers elected for 1957 were: 
Joseph E. Hollingworth, Pratt and 
Forrest, Lowell, Mass., president; 
Duncan S. Briggs, Briggs Lumber 
Co., Inc., Oneonta, N. Y., first vice- 
president; Edward E. Fox, N. T. 
Fox Co., Inec., Portland, Me., sec- 
ond vice-president; Elmer  S§S. 
White, Finch, Pruyn & Co., Ince., 
Glens Falls, N. Y., third vice-presi- 
dent; William P. Beach, The Lamp- 


Hollingworth 
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son Lumber Co., Inc., New Haven, 
Conn., fourth vice-president, and 
Oliver J. Veling, Dohn, Fischer & 
Co., Inc., Buffalo, N. Y., treasurer. 


Southwestern 


“Plan for Profit ... Profit from 

Planning” was the theme that dom- 

inated the entire 

program of the 

Southwestern 

Lumbermen’s 

Association’s 

69th annual con- 

vention held in 

Kansas City’s 

Municipal Audi- 

torium. A _ rec- 

Dutton ord crowd of 

lumbermen from 

Arkansas, Kansas, Missouri and 

Oklahoma spent three days attend- 

ing numerous business sessions and 

studying the largest display of 

building materials, services, and 

equipment ever exhibited for the 
industry in Kansas City. 

Delegates praised the session de- 
voted to “Merchandising .. . 
Planned for Profit’ conducted by 
Robert A. Jones in the Little The- 
atre, with emphasis on answers for 
the smaller town dealer. He aug- 
mented his presentation with col- 
ored slides of new and remodeled 
yards, pointing out the “good” and 
“bad” features. 

J. W. Dutton, J. W. Dutton Lum- 
ber Co., Ponca City, Okla., was 
elected president for 1957. 


Kentucky 


The Kentucky Retail Lumber 
Dealers’ Association held its 52nd 
annual convention and _ building 
materials exhibit at the Kentucky 
hotel in Louisville. A record crowd 


1957 OFFICERS AND DIRECTORS, Northwestern Lumbermen's Assn. 


of 400 lumbermen attended the 
opening session of the three-day 
event to hear NRLDA executive 
vice-president H. R. Northup dis- 
cuss features of the three “dream 
homes,” which were designed and 
built to meet requirements of a 
hundred housewives. 

New president of the group is 
T. W. Yunt, Stock Yard Lumber 
Co., Louisville. Nine directors were 
elected to two-year terms. They 
are Kenneth Lawson, Harlan, out- 
going president; Wilbur Chinn, 
Owensboro; Lucien Colson, Lan- 
caster; Leon Gibson, Winchester; 
Ollie McCormick, II, Mount Ster- 
ling; Weldon Peete, Bowling Green; 
Leon Searles, Paducah; George 
Taylor, Middlesboro and T. W. 
Yunt. 


Northwestern 


The 67th annual convention of 
the Northwestern Lumbermen’s As- 
sociation held in the auditorium in 
Minneapolis reached a new high in 
dealer registrations. The new panel 
sessions were an instant success. 
Lumbermen were asked to select 
the subjects they wanted to learn 
more about in advance, then attend 
one of the six panel meetings of 
their choice. 

Delegates were enthusiastic in 
their praise of the many new prod- 
ucts shown. This year, 275 booths 
were occupied, the greatest number 
in the history of the convention. 

Officers elected for 1957 were: 
Paul J. Mathew, president; R. M. 
Dobson, vice-president for Minne- 
sota; Clarence Schori, vice-presi- 
dent for Iowa; Hugh Robertson, 
vice-president for North Dakota; 
George S. Green, vice-president for 
South Dakota; R. Bruce Hooper, 
treasurer, and W. H. Badeaux, sec- 
retary. 


Seated, left to 


right, R. F. Kelly, Spencer Stearns, W. E. Will, Paul Mathew, J. L. McKlveen, R. M. Dob- 
son and T. E. Lindeberg. Standing, K. J. M. Benz, R. B. Hooper, Robert Horton, Jake 
Smith, C. J. Spahn, W. H. Badeaux, Hugh Robertson and Race Crane. 
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Double award winners 
use PALCO Architectural Quality Redwood 
for exterior and interior design 


GERHOLZ COMMUNITY HOMES 
DISPLAY THIS VERSATILE WOCD 

THAT WILL OUTLAST THE LONGEST 
MORTGAGE IN STYLE AND DURABILITY 


The homes of Westgate Park 
in Flint, Michigan, have been recognized by wide 
publicity and two coveted national awards. The 
photographs above show typical examples of the 
way in which Builder Robert P. Gerholz and Archi- 
tect William K. Davis of Daniel & Associates have 
capitalized on the timeless intrinsic beauty of red- 
wood. Highest dimensional stability and ability to 


See Sweet's Architectural File, or send coupon for 
your personai copy of this aid to redwood specification. 


or write for copy 


Spocily te beit in Kelword,  0226\ Lb O° 


presents 4 ell 
1950 Award of Merit 
teserwtial Ditign droll Omseruc tin —_ 
The National As- 
a eee OF | sociation of Home 
4 y Builders recog- 
nized Gerholz 
CommunityHomes, 
Inc., with its Award 
of Merit in Neigh 
Je borhood Develop- 
— ment 


i Red 


House & Home presented its 1956 Award of Merit 
in Residential Design and Construction to Gerholz 
Community Homes, Inc 





resist all forms of deterioration are of prime impor- 

tance in selecting Certified Dry PALCO Archi- 

teciural Quality Redwood, for the lending agencies 

and home owners today insist on materials that 

will protect their investments. It will pay you to 

insist on the premium quality of PALCO Redwood 
for you pay no extra premium in cost. 


THE PACIFIC LUMBER COMPANY 
100 Bush St., San Francisco 4, Calif.—Dept. AL 
Piease send me without obligation a reprint of the Architectural 


File Bulletin outlining specification data, PALCO Redwood pat 
terns, sizes, grades, grains, et< 


THE PACIFIC LUMBER COMPANY | “— 


Since 1869 * Mills at Scotia, California 


35 E. WACKER DRIVE 
CHICAGO 1 


100 BUSH STREET 
SAN FRANCISCO 4 


Compony 


2185. HUNTINGTON DRIVE Address 
SAN MARINO 9, CALIF 


City 
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THE LUMBER MARKET 


Foreign Imports Plague 
Plywood Producers 


TACOMA — Few inquiries and 
light demand are dominant indi- 
cators that the lumber market con- 
tinues to face a lethargic situation, 
with no immediate relief in sight. 
However, with the exception of 
plywood, mill production is still 
holding up at a fairly steady pace. 

Plywood industry spokesmen 
said that the sharp drop in mar- 
ket demand has forced curtailment 
to a four-day work week. They 
indicated this situation will con- 
tinue until orders make it profit- 
able to return to a full week. 

Spokesmen for two of Tacoma’s 
largest plywood producers blame 
the weak market on foreign im- 
ports, mostly from the Orient, and 
a large stock surplus, which they 
attribute to too many plywood 
plants. 

Imported hardwood plywood on 
the Pacific Coast has reached al- 
most a billion board feet per an- 
num, according to George James, 
North Pacific Plywood manager. 
He said, “Foreign imports, espe- 
cially from the Orient, have been 
a big factor in slashing market 
demands.” 

Simpson Logging Co., which has 
extensive plywood operations in 
Washington, Oregon and Califor- 
nia, including one at Shelton, near 
here, currently are on a four-day 
work week. 

Mild weather has permitted re- 
turn to full scale logging opera- 
tions at most camps. 


Weather, Tight Money 
Keep Market in Doldrums 


BALTIMORE—Bad weather and 
tight money still are combining to 
keep the lumber business in this 
area pretty much in the doldrums. 
Inclement weather over a_ pro- 
tracted period has delayed innum- 
building activities, both 
housing and industrial, and the 
continued tight money and high 
interest rates have kpt down many 
home-building activities. 

The general concensus here 
among wholesalers is that Wash- 
ington will soon find some way to 
ease the money situation. If this 
is true and improved weather con- 
ditions materialize as expected, lo- 
cal dealers are predicting that 
“things will soon be popping.” 

Currently, the lumber business 
in both the hard and _ softwood 
fields is pictured as just about 
holding its own. Despite the fact 
that mill shipments are rather 


erable 
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skimpy due to inclement weather, 
inventories in the Baltimore area 
apparently are ample. Prices re- 
main fairly firm with little or no 
change over the past two-week 
period. 


Market Unchanged 
in Seattle Region 


SEATTLE — The market has 
changed little in the past fort- 
night. One buyer who returned 
from a three-week trip to British 
Columbia reported no change. On 
the other hand, others have re- 
duced vertical grain flooring, flat 
grain flooring and drop siding $5, 
while at the same time advancing 
green fir dimension $1. No. 2 per- 
fection and XXXXX shingles are 
about 25c stronger and are scarce. 

Red cedar siding continues soft 
with sales made below lists. Pines 
are weak and spruce is very soft 
on both sides of the border. A cut- 
back in plywood production has 
been announced. 

This area has had heavy rains, 
which have delayed opening of 
many roads. Mountain areas have 
deep snow at higher elevations. 
Input of logs has been good con- 
sidering the weather. The inven- 
tory of logs in hands of mills and 
loggers as of March 1 is high, re- 
flecting smaller demand from the 
mills. Puget Sound reported 504 
million feet, a drop of 58 for the 
month. A year ago, the figures 
stood at 335 million. Columbia 
river totaled 486 million, or down 
59 for the month. 

Cedar logs in British Columbia 
as of Feb. 13 aggregated 190 mil- 
lion, a drop of 13 million feet for 
the month. A year ago the total 
was 145 million. 


Rains Hamper Production 
in Kansas City Area 
KANSAS CITY—Orders for yel- 


low pine are in excess of production 
and stems from the fact that mills 
are encountering difficulty in turn- 
ing out lumber on account of the 
weather. The rains have been gen- 
eral throughout the producing re- 
gions and the stock on hand is too 
wet to ship. What kiln-dried lumber 
that is available is moving quickly 
to jobs. 

Mills report a shortage of many 
items, particularly in 2-inch dimen- 
sion. In the case of 1x8 boards, the 
demand also is strong, while 1x10 
boards (not acceptable by FHA 
specification) are beginning to ac- 
cumulate. Spring residential starts 
are not heavy and are behind a year 
ago and until this activity becomes 


more pronounced, mills do not see 
too marked a market for their out- 
put. The finish market is ragged 
and price spreads are wide. The 
bulk of all orders shipped is for 
mixed cars and “rush” tags accom- 
pany most of the shipments today. 

Retailers are not building up in- 
ventory because they generally can 
get lumber within a day or two 
from the mills, which can ship 
rather quickly by truck. The prob- 
lem today, however, is that mills 
don’t have much stock that can be 
shipped. 

Hardwoods are in somewhat 
better demand for furniture and 
other uses not associated with home 
building and the supplies of these 
harder varieties are not plentiful. 
The scarcity is even more pro- 
nounced when the demand is for the 
higher grades of the hardwoods in 
terms of quality. 


Slump Continues; 
Smaller Mills Close 


SAN FRANCISCO —A current 
popular song now blaring from 
juke boxes across the country car- 
ries the plaintive cry, ““You’ve got 
me singing the blues.” 

Well, that’s exactly what lumber 
industry spokesmen throughout 
Northern California have been do- 
ing for the past several months— 
singing the blues and admitting 
frankly that the market is “defi- 
nitely in the doldrums.” 

Jim Farley of San Francisco’s 
Pacific Lumber Co. attributes at 
least part of the continued slump 
to heavy rains throughout the area, 
which have shoved _ production 
down with between 10% and 15% 
of the smaller mills closed. An- 
other reason is the desire to have 
a low inventory, inasmuch as the 
inventory tax date just rolled past. 

The market for green clear is 
very weak and low-grade redwood 
is now competitive with Douglas 
fir. Many of the top industry lead- 
ers in the area agree there are still 
large backlogs of orders on the 
Pacific Coast and that “one of our 
troubles is that too many of us 
have had experience only with war 
and boom periods and not 
enough of us know how to go and 
create business and really sell.” 

Actually, those material forces, 
which support the lumber market, 
remain strong and desirable 
throughout Northern California. 
The birth rate continues to rise 
and there remains a strong de- 
mand for low and medium-priced 
homes. The economy is still ex- 
panding and confident leaders are 
convinced recovery is not far 
ahead. 

The whitewood market is indif- 
ferent and is off only slightly, 
pricewise, from the last few weeks. 
Prices now are comparable to six 
or eight months ago. 
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—so why tie up money and shelf 
space with 12 to 20 oil stains 


Is it good business to stock 12 to 20 prepared stains when — with Firzite 
and Satinlac — you can help your customer get almost any wood finish 
desired! Our new free wood finishing chart shows you how to do it! 


Our new free wood finishing chart shows you how to do it! 


It contains 24 full-color panels — illustrates the most wanted light nat- 
ural effects; pickled and blond effects; oil stain effects . . . gives simple 
directions for obtaining any one of them. 


It shows you how Satinlac and Firzite, plus colors-in-oil, are all the 
inventory you need for almost any wood finish desired . . . on any kind of 
wood... hard or soft, plywood or solid lumber. 

Ask for a supply of this new Wood Finishing Chart—free to Firzite 
and Satinlac dealers. Or mail coupon for sample copy. 


To kill that wild grain, 
recommend: Pints, quarts, | and 5 gal. cans 


FATES ost gag NO LOMO A NATIONALLY ADVERTISED: 


raise and face checking when | 
staining or painting plywood or — a4 
other soft woods. A penetrating ‘ Order now. 
resin sealer and undercoater. / : “ 

For oil stain effects, add = 


colors-in-oil to CLEAR or WHITE oe ‘ 

Fazite iia MAIL COUPON FOR CHART ILLUSTRATED 
or pickled (limed) and blond — om om 
effects, use WHITE Firzite. atari aimasahis pemeieeiainas 7 
See new chart for 
full instructions. 


United States Plywood Corporatign 
Dept. AL 4-7S, 55 W. 44th St., New York 36, N. Y 


Send me free sample copy of new Chart of Wood Fin- 
ishing Effects, showing how Firzite & Satinlac replace 


To get a beautiful nat- an inventory of 12 to 20 oil stains. 


ural finish, recommend: 
SATINLAC™ — Water-ciear in 


color. Accents and preserves the WATER -WHITE 
rich natural grain and color of WAL WOT TURN YELLOW 
any wood, hard or soft, solid DAES QUICKLY 
lumber or plywood. No undercoat * 
required. No built-up look. Does = 
not yellow or darken on aging. SUE EB aE EE SBE SE SB SS SS SS eS ee 


My Name_ —_— . a 
Store Nome = 


City : —_Zone___ State 


“J 
wo 
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REDWOOD 
Bevel Siding 


J,LUMBER PRICES Biya 


Sc. 

_ Clear All Heart 
.G. Clear All Heart 
SG. 
SG. 
SG. 


< 


The following index is intended merely as a check on buying practices. It is a pes 
i i i i t+ on the day 
and average of mill prices at press time and should not be considered as curren 
the magazine is received. The prices should be — in Carey ages trends and as a eer rs ere 
check on purchases made approximately ten days before receipt of the magazine. fader Adlai Vth Heed big Wad tem 
for 2, ¥e and % in above sizes. 
WESTERN PINES Paat 


Ponderosa Pine 


Clear All Heart 


<<<<<<< 


DOUGLAS FIR 


Vertical Grain Flooring 5 Ix 4 Clear Heart S4S 

+ i Selects _ Ix 6 Clear Heart S45 

65.00 é 0 : Ix ; aoe ree +4 

. : . : Ix! ea eart 

Flat Grain Flooring D RL . 225. A : inl? Sear Heart S4S........ . 


x6 


Drop Siding 

x6 (Pat. 106 

Pat. 2116 

Celling x 8 RL 

5x4 20.00 115 . x12 RL 

\x4 30.00 | . Idaho White Pine 

Selects $2 or 4S 
Boards and Shiplap and 2" (Green) Ix4 ' WESTERN HEMLOCK 
Ixé \x8 J B . 

Construction 597.00 59.00 D RL 0 . Vertical Grain Flooring 

Standard ..+.-53.00 51.00 d 2.00 B&Btr. 

Utility . 46.00 48.00 4 ; ; eticicc tenet deedes ts a ee 


Construction Dimension 





Commons, $2 or 4S 


. . Flat Grain Flooring 
ugar Pine Ix 12 
Selects S2 or 4S sa aoe oes 


Drop Siding 
Ix6 (Pat. #£106) . . 130.00 
Ix6 (Pat. $116) 130.00 


Ceiling 
5/gx4 105.00 
Te vances ood ; 115.00 
Boards and Shipiap and 2" (Dry) 
OAK FLOORING 1x8 
Clear Plain Construction .00 74.00 
x24, Ux!', Yox2 Standard J 67.00 
White 170.00 160.00 170.00 Utility s 60.00 
Red 190. 80.00 | 
_ _ — Construction Dimension 
Sel Plain 14" 16' 
White 156.00 50 160.00 J 76.00 76.00 
Red 173.00 8.00 160.00 J 76.00 
y 76.00 
80.00 


RED CEDAR SHINGLES White 130.00 0 133.00 118, 76.00 
= REE 135.00 5.00 133.00 118. 
Royals 
No. | 24"' 4/2 15.50-15.75 #2 Com. 
No. 2 24" 4/2 9.50- 10.50 Plain White & Red 67.00 5 55.00 


No. 3 4/2 
3 1 Com. & Btr. 
Perfections Shorts 
5/2 1t/ 








BOT Be 
seseee 


4 “e+ 1/4 


5/2\q 
5/2\/4 





- SOUTHERN PINE 
5 2 10.25-10.50 Vertical Grain Flooring 

2 6.00- 6.50 B&Btr 
5/2 3.75- 4.00 14 200.00 


Flat Grain Flooring 
\x4 ; 155.00 
WESTERN RED CEDAR 1x6 160.00 


Prices for red cedar siding in mixed cars, new Drop Siding 
bundling 5S' to 18' are Ix #106 60.00 
Beveled Siding, '/2 inch xe S116 60.00 


Boards & Shipi 
oards & Shiplap a ENGELMANN SPRUCE 


p bY © incl 0.00 0.00 80.0 rac 00 125.00 j ' 
2 by 20.00 f y 86.00 Boards and Shiplap (Dry) 
Clear Bungalow Siding, . Ul 73.00 Ix6 1x8 Ix!0 
©) tant 55.00 50.00 125.00 N : : No. 2 and Btr....107.00 112.00 
O i 70.00 175.00 170.00 aha: oer ie No. 3 ........... 79.00 83.00 
12 inct 00 70.09 
. “4 sii e x4 100. | 
Finish, B and Btr. $2 or 45, a oo reas ; : We. es 14° 
6' to 16’ or rough 2x8 97.00  %.00 j y J 74.00 
x 8 40 2x10 110.00 108.00 10. r J J 74.00 
x10 140.00 2x12 125.00 112.00 15. J J J 76.00 
= 00 No. 2 Dimensio 00 78.00 
Ceiling or Flooring, B and Btr 4 94.00 96.00 j J : - 76.00 
3' to 16' or longer x 88.00 90.00 BB i d No. 2 Dimension 
; B&B. oC 83.00 85.00 84. . 12' 4 
3 35.00 125.00 100.00 88.00 91.00 2x 4 68.00 68. 
x4 45.00 145.00 95.00 88.00 86.00 i Y 2x 6 66.00 Y 
Discount on mouldings 6' to 20' odd lengths 2x 8 73.00 - . 
Series 8 000— ; : 2x10 7100 73.00 \. 
Listing under 2.00—list plus 35 per cent Pf airy } Y 2x12 70.00 70.00 70. 
Listing 2.00 and over—list plus 40 per cent ja sviess d Mills are now grading boards No. 2 and 3 
Clear Lattice ;{ x 134""—5' to 18' 10. ; paiceaukesmeie onan — Mills do not grade No. 3 dimension 
ft as in fir. 
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4 White pocket—or white speck, as it 
is sometimes called—is caused by 


YO Ms : 4 a fungus which dies when the tree 
SHOULD Be is sawn into lumber. 


White pocket has never been known 


KIRNIEGOWW/ « to grow or spread in lumber. 


3 White pocket is no more harmful 


about . than any other characteristic per- 


3 mitted in a particular grade of 
WHITE = lumber. 
POCK ET 4 7 White pocket is found primarily in 


old-growth timber. Most pieces 


: L U nA Be Fe j : containing it are high-line pieces. 








hy Ew FULL-COLOR 
BOOKLET! 
The latest information on white 
pocket lumber is now available in 
an 8-page booklet. Facts and re- 
ports by the United States Forest 
Products Laboratory furnish a 
background for full color photo- 


é LAS ) | S graphs illustrating recommended 
uses for this lumber. Mail coupon 
* about | WHITE below for your free copy. 


‘POCKET 
LUMBER 


| 
| 
| 
| 
| 
| 
| 
| 
| 
L 


WEST COAST LUMBERMEN’S ASSOCIATION 
1410 S. W. Morrison, Portland 5, Oregon 


ig ec ST t o- OAST F ee Please send your free booklet “Facts on White Pocket Lumber” to: 
LUMBERMEN’S = .. 
ASSOCIATION . 


DOUGLAS FIR « WESTERN RED CEDAR 
WEST COAST HEMLOCK e SITKA SPRUCE & City 


Oe 
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NEW Bae Ue BS 


(begins on page 58) 


Wall and Countertop Material 


A different wall and countertop ma- 
terial that’s said to be impervious to 
moisture, completely stain resistant 
and highly flexible has been developed 
by Armstrong Cork Co. Called Plastiz 
Surfacing, it is an all-vinyl composi- 
tion on moisture-safe Armstrong Hy- 
drocord backing. It is available in 
eight granite textured colorings: red, 
white, yellow, pink, beige, green, gray 
and turquoise, Extremely flexible Plas- 
tic Surfacing can be flashed up walls 
to provide a continuous bacxksplash- 
countertop surface. It is also suitable 
for installation in recessed tub and 
shower areas. Available in rolls 30” or 
42” wide. Armstrong Cork Co., Dept. 
AL, Lancaster, Penna. 


Circle No. 220 on Coupon, page 108. 
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Mirror-Storage Cabinet 


A new mirror-storage cabinet offers 
six storage shelves in behind a full 
length mirror. Easily hung on the 
wall or on any door. Mirror-storage 
makes it possible to have a full length 
mirror in the bathroom, bedroom or 
any other room, plus the luxury of 
extra storage space. Mirror is 4” 
plate glass, set in rubber. Overall 
dimensions: 66%” high, 20%” wide 
and 4” deep. Net weight is 45 pounds. 
Lyon Metal Products, Inc., Dept. AL, 
Aurora, III. 


Circle No. 221 on Coupon, page 108. 


Self-Starting Charcoal Pack 


Diamond Match Co. announces the 
development of a new efficient self- 
starting charcoal briquet package 
made of highest quality, long-fiber, 
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molded wood pulp. All the chef has to 
do is light the box, the box lights the 
charcoal. Diamond’s new molded pulp 
package completely encases the char- 
coal briquets—the top is sealed—re- 
sulting in a clean, dustproof product. 
Containing two pounds of charcoal, 
the package is designed to fit almost 
any outdoor or indoor grill. The Di- 
amond Match Co., Dept. AL, 122 E. 
42nd St., New York, N. Y. 


Circle No. 222 on Coupon, page 108 


Electric Meat Grinder 


The NuTone Meat Grinder is the 
newest member of the family of ap- 
pliances called the NuTone Food Cen- 
ter. This includes a food mixer, a 
blender, a fruit juicer and a knife 
sharpener. All are operated by a sin- 
gle powerful motor unit built-in under 
the kitchen counter or also available 
as a movable table-top model. The 
electric meat grinder grinds meat per- 
fectly just seconds before it is cooked. 
The homemaker will find it’s easy to 
assemble and clean the lightweight, 
cast aluminum parts, manufacturer 
says. NuTone, Inc., Dept. AL, Madison 
and Red Bank Rds., Cincinnati 27, 
Ohio. 

Circle No. 223 on Coupon, page 108. 


Cross Bridging & Joist Supports 


These two new products are rugged- 
ly constructed with pre-punched fas- 
tening holes to save up to 50% of labor 
cost of similar installations using 
wood, reports manufacturer. Modern 
Metal Cross Bridging is ready for 
instant application and eliminates cut- 
ting and fitting of wood bridging, it is 
said. Versatile Joist Supports may be 
used wherever joists do not rest on 
foundation or beam. Yeck Mfg. Co., 
Dept. AL, Dundee, Mich. 


Circle No. 224 on Coupon, page 108. 


Weathertron Heat Pump 


General Electric announces a new 
home builder Weathertron heat pump 
just introduced for use in the residen- 
tial market. It may be located at the 
bottom of a linen closet, conveniently 
tucked out of the way of the living 
quarters of a home. Unit is all-electric 
—uses no fuel or water. Filters can be 
easily changed and servicing of the 
unit is quickly facilitated from either 
inside or outside the home. General 
Electric Co., Air Conditioning Div., 
Dept. AL, 5 Lawrence St., Bloomfield, 


Circle No. 225 on Coupon, page 108. 


Prepackaged Shutter 


A prepackaged, ready for easy one- 
man installation shutter is being mar- 
keted under the name of Colonial Shut- 
ters. Available in eight popular colors, 
Colonial Shutters are punched from 
single sheets of precut aluminum. The 
louvers in Colonial Shutters are cut 
through and are not stamped. The 
shutters will not rattle, rust or rot 
and are warp proof, says manufactur- 
er. No special tools, mechanical skills 
or other supplies are said to be needed 
for installation. Louis T. Garrett Co., 
Dept. AL, Greenville, Miss. 


Cirele No. 226 on Coupon, page 108. 


Prefab Ash Dump 


A handy built-in ash collector for 
fireplaces permits substantial reduc- 
tion in costs of fireplace construction, 
manufacturer says. Ideally suited for 
“slab” or conventional type home 
construction, the Sweepit eliminates 
the need for an ash dump and clean- 
out door, it is said. Sweepit is a 9144” 
square galvanized pan topped with a 
removable cast iron grate, which fits 
into a 7%” to 8” deep recess in the 
hearth. To clean the fireplace, ashes 

(continued on page 84) 
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popular science 
popular mechanics 


te SCREWS 
7 FE UND 
handy man’s home manual HEAD 


SR OSs 


carpentry handbook 


true's workshop projects 


STOCK THE SCREWS 
THAT ARE 


Et E:-SOxz.r> 
FOR You! 


american builder 


architectural record 


boat & equipment news 


Month after month after month, fastener customers 
by the millions are being told the Southern Screw 


story . . . Many thousands of Southern users— 
e 
mill & factory 


some of them your customers—have written to 


Southern for the free Technical Chart No. 4 to receive 


reliable and valuable information on how to 


select and use wood screws and sheet metal screws. 
* ° 
progressive architecture 


So Southern is doing a double-barrelled selling job— 
helping “educate” 


your customers so they will 
make better use of more screws T 


T telling them 


about Southern’s quality, permanence, and availability 


in leading hardware stores nearby. 


Stock the screws that are pre-sold for you! Sell the 
FULL Southern line that’s: 


Precision-built of finest materials; 


Packaged with the EZ to C© Label system; 
Pre-sold by powerful, consistent advertising; 


Shipped to you quickly from stock. 


Write for Southern’s Catalog and new Package Stock Guide. 
Address: P. O. Box 1360-AL, Statesville, North Carolina 


WOOD SCREWS « ROLL THREAD CARRIAGE BOLTS 
WOOD & TYPE U DRIVE SCREWS e HANGER BOLTS ) 
MACHINE SCREWS & NUTS©¢A & B TAPPING SCREWS 
DOWEL SCREWS »* STOVE BOLTS Toa aa | 
Sold through Leading Wholesale Distributors 
Warehouses: 
NEW YORK e@ CHICAGO 


STATESVILLE ¢ 
@ DALLAS @ LOS ANGELES 
BUILDING PRODUCTS MERCHANDISER 


COMPANY 


NORTH CAROLINA 


Circle No. 42 on Coupon, page 108. 





WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities .. . 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your complete needs 
today. 





NEW PRODUCTS 


(begins on page 82) 





are swept through the top grate into 
the pan. When the pan is full, it can 
be lifted from the hearth and emptied. 
Installation is simple for Sweepit is 
firebrick size, says manufacturer. 
Bennett-Ireland, Inc., Dept. AL, 22 
Exchange St., Norwich, N. Y. 


Circle No. 227 on Coupon, page 108, 


Variety of Steel Span Widths 
Cuckler Steel Span Buildings are 
now available in 32’, 44’, 50’, 60’ and 
multiples, according to manufacturer. 
The new 50’ and 60’ Steel Span Pack- 
aged Buildings have been designed to 
meet rigid building codes and take 
care of the increasing demand for 
larger Steel Span units in the com- 
mercial, industrial and agricultural 
markets, it is said. Cuckler dealer pro- 
gram includes scale model Steel Span 
building, sales aids, regional and na- 
tional advertising program and dealer 
ad mats. Cuckler Mfz. Co., Dept. AL, 
Monticello, Iowa. 
Circle No. 228 on Coupon, page 108. 


Economy Roof Ventilator 


A new, low-cost, circular roof venti- 
lator with increased free area is avail- 
able in aluminum (No. 408) and gal- 
vanized steel (No. 508). The new Leigh 
Roof Ventilator has an 8” diameter 
opening, offering 50% square inches of 
freo area in a highly compact design. 
It is securely weather baffled and has 
an 8-mesh screen approved by FHA, 
manufacturer says. Ventilator is styled 
with a low silhouette. Leigh Building 
Products Div.. Air Control Products, 
Inc., Dept. AL, Coopersville, Mich. 


Cirele No. 229 on Coupon, page 108. 


Golden Hardware on Ridge Door 


Ridge Door now features golden 
hardware on all models in industrial 
and residential overhead doors. Golden 
hardware is heavy gauge steel, which 
is zinc chromate plated, to prevent 
corrosion by climatic conditions, re- 
ports manufacturer. The Ridge Door 
Co., Dept. AL, Drawer 214, Monmouth 
Junction, N. J 

Cirele No. 230 on Coupon, page 108. 
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What's Your Answer? 


564 Market S#. 


San Francisco 4, Calif. (Answers on page 92) 


- . When selecting an appliance line, what two points should a dealer 
VAN VALER LUMBER CO. thoroughly discuss with each distributor? 
What two time-saving advantages can be yours by using Warp’s 
moisture-proof, clear Coverall to protect materials? 
What new building materials store now being erected in Virginia 
anticipates what the yard of 1970 will be like? 


700 PITTOCK BLOCK, PORTLAND 5, ORE. Name three keys to stronger plaster. 
FOREST PRODUCTS . Which lumber firm has just been named Brand Names Retailer of the 
Telephone: AT 6591 Teletype: PD572 Year? 
ii What new piece of equipment will provide you with a low-cost oppor- 
WALES LUMBER C0. tunity to get started in the profitable ready-mix field, modernize or 
OLD NATIONAL BANK BLDG. 


expand existing facilities? 
wo ae What two big problems, which have beset, the kitchen cabinet industry, 


ar are being tackled with vigor this year? 
HALLINAN LUMBER CO. 


Who runs the world’s toughest testing lab for Matico tile flooring? 
628 S. W. Harrison St. Portland 1, Ore 
| 
| 
| 
| 


Radio Central Bidg. 
s) Spokane 4, Wash. 
Phone TEmple 8-367! TWX SP 19 


CURTIS LUMBER COMPANY 








What piece of equipment is the heart of a California yard’s time-saving 
MANUFACTURERS DOUGLAS FIR system to speed the output of redwood fencing? 
Teletype PD 457 


+ 


CApitol 8-9236 What is Forestone? 
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Your 
customers 
will be 
asking 
for... 














Smooth, positive action on storm and 
screen doors up to 14%” thick. Protector 
chain has hold up spring. Closers are self 
lubricated and guaranteed for 10 years. TWICE-DIPPED in Molten Zinc! 
Strong or light spring action available. 
All models available have fast latching ili 

feature for fast final 5° of closing to over- se ing 
come friction of weather strip. Also avail- 


ide with saivew jeub tentiet tet re GORGES ; , 
reicmepe he" ieee pression ‘oneal THERE’S NOTHING LIKE "EM! 
No. 80 as above, No. 90 without pro- J WON'T RUST, STAIN, OR STREAK! 


tector chain. Ask your hardware jobber or 
write us for selection and prices. V HARD STEEL CORE . . . DRIVE 


BETTER... HOLD TIGHT! 
IDEAL BRASS WORKS, INC. V STRONGER THAN ALUMINUM . . . 


250 EAST Sth STREET « ST. PAUL 1, MINNESOTA COST ABOUT 1/3 LESS! 





Co, >>->>.>-, >_> 
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Insulating Siding 
Catalog No. $245 


Asbestos Siding 
Catalog No. S214A 


Domsoonsescsemsmasee> = QUICKER SALES and 


Cedar Shakes 


cosas No S354 MORE PROFIT! 


TOO |t’s easier to make money selling Maze 


* Wood Siding quality nails . . . Attractive Dealer 
Catalog No. $206A Prices! The STORMGUARD line is backed 
by advertising to reach more customers 
for you—builders, carpenters, siding 
ond roofing applicators. 


Cotalog No. R134S FOR ALL EXTERIOR WORK! 
1 @ ROOFING @ SIDING @ TRIM 
Ldn aed tld LTTo From Coast-To-Coast, STORMGUARD 
' Asphalt Reefing nails assure positive All-Weather and 
Catalog No. R104A Salt-Air protection! 





<< 


A TYPE FOR EVERY NEED... Anchor, 
READY-PACKED FOR DIS- Spiral, Barbed, Plain Shanks .. . also 
Ww. C.D. PLAY... 5-lb. Cartons & Colored Siding Nails—11 stock colors 
. . 3 -lb. ‘ e+» Full R f Sizes! 
Above is average of timber being cut today on our second snlipkidiemaginnanaee ee 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting WRITE FOR FREE HANDBOOK AND SAMPLES 


Forest Management Plan without depletion. 
| NAME____ 


HARDWOODS — WHITE PINE — HEMLOCK | FiRm 
DEFEND YOUR TRADE WITH | street 


| 
MENOMINEE INDIAN MILLS " 
Neopit, Wisconsin iT PAYS TO BUY MAZE" 
; W. H. MAZE COMPANY 


Air-dried QUALITY LUMBER Kiln-dried 











CITY 





' PERU 7, ILLINOIS @ PERU 298 
Circle No. 44 on Coupon, page 108. Circle No. 45 on Coupon, page 108 
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Vinyl Wall Tile 

Composed of vinyl plastic and as- 
bestos fibers, Vinyl Wall Tile has high 
dimensional stability, it is said. At 
the same time, it is claimed to be 
flexible enough to cover inside and out- 
side corners, providing both easier 
maintenance and a savings in instal- 
lation time. Vinyl Wall Tile is applied 
with an adhesive to almost any firm 
smooth base, says manufacturer. Made 
in 9” x 9” size, it is available in a 
softly textured design in nine colors 
including black, white, yellow, green, 


gray, pink, beige, turquoise and cork. 
Armstrong Cork Co., Dept. AL, Lan- 
caster, Penna. 

Cirele No. 231 on Coupon, page 108. 








TARTER, WEBSTER & JOHNSON 


Manufacturers of West Coast Mouldings 


| OFFERS EXCLUSIVELY TO JOBBERS 


A Dependable 


Year Around Source of 


CALIFORNIA HIGH ALTITUDE 


WHITE & DOUGLAS FIR 


| TPR ALSO MANUFACTURE AND SUPPLY 
THE FOLLOWING ITEMS IN PONDEROSA PINE: 


@ Finger Jointed Mouldings @ Doors and Jambs 


(Specified Lengths) 
@ Cut Stock 


@ Lineal Mouldings 


@ Windows and Sash 


@ Venetian Blind Stock 


CALL YOUR NEAREST JOBBER FOR TW&J MOULDINGS 


Tartrer. WEBSTER & JOHNSON. INC. 


P.O. BOX 3498 
San Francisco 19, California Wa) 
Teletype SF 211 


PRospect 6-4200 


Circle No. 46 on Coupon, page 108. 








Room Air Conditioner 


New Perfection Silhouette 17 room 
air conditioner is one of six models of 
room air conditioners offered by the 
manufacturer. It is available in low 
amp and conventional models in % 
and 1 hp sizes. Features are thermo- 
stat control, fresh air intake and stale 
air exhaust, permanent electrostatic 
filters and moisture removal capacity 
of six gallons per day. Sliding door 
covers control panel and pleasing soft 
gray finish is a new synthetic enamel 
especially prepared for use on air con- 
ditioners. Perfection Industries, Div. 
of Hupp Corp., Dept. AL, 1135 Ivan- 
hoe Road, Cleveland 10, Ohio. 


Circle No. 232 on Coupon, page 108. 


Glass-Door Stan-Guards 

New glass-door Stan-Guards, mod- 
els G-105 and G-107, are announced 
by the Magic Door Div., Stanley Hard- 
ware. Stan-Guards fit over glass doors 
and are claimed to provide a complete 
guarantee against injury to fingers at 
the door and jamb section. Stan- 
Guards’ safety protection runs the full 
length of a door jamb, completely 
sealing off the danger area from top 
to bottom. Featured in the new mod- 
els G-105 and G-107 is a simplified 
new molding, said to be adaptable 
without alteration to many different 
types of glass-door top and bottom 
rails. Magic Door Div., Stanley Hard- 
ware, Dept. AL, 111 E. Elm St., New 
Britain, Conn. 

Circle No. 233 on Coupon, page 108. 
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More Dealers Than Ever 


are Now Reading 


AMERICAN LUMBERMAN 
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Delivery from stock...as close at hand as your phone 


LUPTON Aluminum Sliding Doors...Metal Windows 


2 tested ways to turn ‘‘lookers"’ into buyers 


Lupton windows in stock types and sizes are carried in 
stock at the factory and in convenient warehouses. For 


MICHAEL FLYNN MANUFACTURING CO. 

Main Office and Plant . . 700 E. Godfrey Avenue, Phila. 24, Pa. 

New York Office: . . . 51 E. 42nd Street, New York 17, New York 

Los Angeles Office and Whse.: 672 S. Lafayette Park Place, Los Angeles 57, Calif 

Stockton Office and Warehouse: . 1441 Fremont Street, Stockton, Calif 

Cincinnati Office DeSales Bldg., 1620 Madison Rd., Cincinnati 6, Ohio 
Sales Offices and Representatives in Other Principal Cities. 


ree, os — 
’ 4 
' ; 


on-the-spot service from the Lupton Sales Representative 
nearest you, look in the Yellow Pages under Windows 
& Sash— Metal. 


LUPTON 


METAL WINDOWS 








NeW EST 


Rolite Self-Contained Display 


This new Rolite self-contained dis- 
play uses the actual Rolite combination 
basement and utility window. The 
unique multi-colored display cards fit 
snugly into the sash replacing the 
glass. This attractive advertising piece 
shows the three standard size steel 
basement windows and the exclusive 
Rolite stacking feature (patent ap- 
plied for) where one or more windows 


g<nheg Door Units? or Both? 
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COMBINATION | 
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ALUMINUM 





VINYL 
THRESHOLD 








YOUR CONTINENTAL UNIT 


The famous time, labor and money 
saver .. . the complete Continental 
unit . . . built-up, ready to install 
perfectly in just minutes. It’s the 
Continental Unit that is cancelling 
headaches for 1000’s of builders by 
eliminating costly door hanging 
operations . . . everything is done 
at the factory to assure perfection. 


— ANNOUNCING—— 


COMBINED SALES 


PROGRAM 
for 
MOHAWK ond CONTINENTAL 
Doors Door Units 


Now, for the first time, you can 
get one-source service, consistent 
quality, inventory control... in 
both Mohawk Flush Doors and 
Continental Door Units . . . in 
this new program designed with 
you in mind. Before you buy 
doors OR units check the new 
advantages of stocking both 
doors and units from Continental 
and Mohawk! 


EXCLUSIVE “EXTRAS” 


Every Continental Unit... plus pre- 
fit Mohawk Exterior Doors... carries 
the protective beauty and fine-furni- 
ture finish of DORAID.. . the finest 
protection and proudest beauty in 
the industry ... and every DORAID 
finished door or unit is additionally 
protected from factory-to-job by 
tough, transparent VISQUEEN. 


YOUR MOHAWK FLUSH DOORS 


When you sell Mohawk you offer your customers the ONLY complete door line 


in the industry ... 


side-by-side with the best in door units from Continental. 


*<mmuM DWPmyD 





Mohawk FLUSH DOORS. INC. 


» 212 W. Ewing Ave., South Bend, Indiana 





900 S. Second St., Sunbury, Pennsylvania 


Remember: "You 
Make More with 
Mohowk" 











Remember: "Costs 
Con't Climb with 
Continental” 


MILLWORK CORPORATION 


300 W. Ewing, South Bend 14, Ind. 
240 E. Prospect St., Alliance, Ohio 


Circle No. 48 on Coupon, page 108. 





can be stacked on top of each other 


without the use of mullions or other 
parts. The Rolite self-contained dis- 
play can be hung on a showroom wall, 
stand on counter top or placed in win- 
dows. Rolite Mfg., Inc., Dept. AL, 
Newell and Cambria Sts., Lancaster, 
New York. 


Circle No. 234 on Coupon, page 108. 


Offset Wrench Dispenser 


The Bridgeport Hardware Mfg. 
Corp. announces a new small inventory 
deal for its popular Hy-Bar “Knuckle 
Saver” offset open end wrenches. In- 
cluded in the deal are a total of two 
dozen bright-plated, forged _ steel 
wrenches in six sizes, 5/16” to %”. 
Also included in the deal is a free wire 
rack with rich blue display cards, 
which describe selling features of the 
offset wrenches, give prices, sizes and 
recorder numbers. This rack will fit 
peg board fixtures and a hole is provid- 
ed for attaching to a wall or unper- 
forated board. The Bridgeport Hard- 
ware Mfg. Corp., Dept. AL, Bridge- 
port 1, Conn. 

Circle No. 


235 on Coupon, page 108, 
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Bright-Wire Goods Merchandiser 


light-green display panel 
complete with pegboard hooks for 
poly-pak merchandise is offered by 
Stanley-Judd with the purchase of 16 
boxes of the fastest moving items in 
the company’s bright-wire goods line. 
Included are screw eyes, gate hooks 
and eyes and screw hooks. The hard- 
ware is packed in transparent bags, 
each with its own black and yellow 
closure card. The No. 141 Stanley- 
Judd display board measures 16” x 
24” and has 16 hooks and a chain for 
mounting the board on a wall. Stanley- 
Judd, Div. of The Stanley Works, 
Dept. AL, 111 Elm St., New Britain, 
Conn. 
Circle No. 236 on Coupon, page 108. 

(continued on page 90) 
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LIFT YOUR SALES WITH <5 
ADJUSTA-POST, PRODUCTS ~1j; 


4 REASONS WHY.. 


@ Exclusive Ball and Socket 
adjusting unit lifts greater 
loads easier. 

®@ Adjusting plate is self-align- 
ing. 

@ Designed of heavy tubing. 

@ Dip-enameled inside an 
out. 


No. 93 TELESCOPIC ADJUST- 
APOST 


Single pin. Adjust 
In cartons 


No. 500 TELESCOPIC ADJUST- 
APOST 
Double pin. Meets Canadian 
structural requirements. Ad- 
justs to 8 In carion 
ADJUSTA-COLUMNS 
Structurally acceptable 
mortgaged-financed proper- 
ties 
STANDARD BASEMENT 
COLUMNS 
Available in all 
lengths 
Write for 
descriptive literature 
Save on freight! Whole- 
salers — order All your 
posts from Adjusta-Post. 


ADJUSTA-POST 


THRU WHOLESALERS @zce 3 MPG. CO. 
IM THE UNITED STATES AND CANADA AKRON 7, OHIO 
Circle No. 64 on Coupon, page 108. 





for 


popular 




















DISTRIBUTED 





more and more builders 
are saying: 


“Let’s use 


GRIFF! 


In Our Houses”’ 


Here’s the “dependable line 
of hinges to use in all light 
construction work”... 
that’s the trade’s way of 
saying, “We like to buy 
and use Griffin products.” 
A full line of wrought steel 
butts and all shelf hard- 
ware. Send for new catalog 
sheet on our #540 Builder’s 
Special. 


GRIFFIN 


“since i899” 
MANUFACTURING CO. 
Circle No. 66 on Coupon, page 108. 
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Cat. #88197 


Template Butts, Button Tips 
with permanently attached Bearings 


ERIE PA. 





‘sates\-\°)/=)Fror 


, FIBERGLASS 
DEALERS | 


BUILDS PROFITS THROUGH RELATED SALES 


This is a “jack in the cash box” idea, a way to add dollars of 
profits to every fiberglass sale. Barclite’s Package Orders Plan 
starts with the special P.O.P. Work Sheet which lists the many 
accessories you can always sell for fiberglass installations. 
Flawless quality and consumer approved colors sell Barclite 
on sight for awnings, patio roofs, doz- 
ens of home improvements indoors and 
out. Available in flat or corrugated 
panels, smooth or crinkle finish, in 
standard construction sizes. 
Use the Package Orders Plan to make 
your, business POP this spring. 


SHATTERPROOF! 


BARCLITE CORPORATION OF AMERICA 
an affiliate of " 
BARCLAY MANUFACTURING CO., INC. \ 600d Housekeeping 
Barclay Building, New York 51, N. Y. 245 aoycarsie WES 
NATIONALLY 
Originators of: BARCLITE, BARCLAY SQUARE, ADVERTISED 
BARCLAY PANELING, BARCWOOD, BARCWALL 


ORDER BLANK FOR FREE BARCLITE WALL DISPLAY 


Please send free an actual sample display and complete information 
about Barclite’s P.O.P. Sales Program to: 


Name 
Company 
Address 
City Zone State 


BARCLITE CORPORATION OF AMERICA 
Dept. AL-1, 385 Gerard Avenue, New York 51, New York 
26 YEARS EXPERIENCE IN MANUFACTURING HIGH QUALITY BUILDING MATERIALS 


Circle No. 67 on Coupon, page 108. 
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Builder Site Sign Package 

A new builder site sign package con- 
tains one 30 x 42 sign, 12 directional 
signs and eight Hotpoint product signs. 
Included in the package is a merchan- 
diser, which explains how to use the 
site signs for effective traffic building 
and “on the site” advertising. Such 
uses as proper spacing of multiple 
signs, use of signs by contract build- 
er, speculative builder and remodeling 
contractors are shown, plus additional 
ways for maximum site identification. 
Hotpoint Co., Dept. AL, 5600 W. Tay- 
lor St., Chicago 44, IIl. 


Cirele No. 237 on Coupon, page 108, 
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DEALER NAME 
ADDRESS, PHONE 
HERE! 


“How Many Board Feet?" 


A new shirt-pocket-sized dial chart 
that gives fast answers to that old 
question “How many board feet?” is 
announced by Lumber Dealers Mer- 
chandising Service. The new device, 
with its accurate answer dial, enables 


an estimator, contractor or weekend 





/ less " — 





| 
| 





toll 
i but 


| 
| 
| 
| 


STRONG 


FOR INDUSTRIAL 
CRATING & BUILDING... 


The qualities you look for and insist 
on when you buy lumber. Western 
White Spruce will give you just 


these! 


WESTERN 


Willlifle 


ALBERTA FOREST PRODUCTS | 


A dsdocialion 
CANADA PERMANENT BUILDING 
10126 - 100 STREET, EDMONTON 

ALBERTA, CANADA 


ALBERTA FOREST PRODUCTS ASS'N. 
CANADA PERMANENT BUILDING 

100 STREET, EOMONTON 

ALBERTA, CANADA 


10126 


PLEASE SEND FREE BOOKLET ON USES OF WESTERN 
WHITE SPRUCE 


Circle No. 52 on Coupon, page 108. 
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carpenter to quickly find the number 
of board feet in any of 38 different 
board sizes in any of the popular 
lengths: 8, 10, 12, 14, 16, 18, 20 and, 
when appropriate, 22’. The device also 
includes a common nail reference ta- 
ble. Lumber Dealers Merchandising 
Service, Dept. AL, Eighth Floor, 
Palace Bldg., Minneapolis 1, Minn. 


Circle No. 238 on Coupon, page 108. 


E-Z Decorative Brick 


A novel merchandising aid in the 
sales campaign for E-Z Decorative 
Brick is a three-section folding screen 
available in two sizes: 78” wide x 32” 
high and 78” wide x 65” high. Mount- 
ed on the three panels are sample ap- 
plications of Roman style and regular 
E-Z Brick, in various color combina- 
tions. It illustrates to the do-it-your- 
self customer the adaptability of E-Z 
Decorative Brick. Made of imported 
cork material, E-Z Decorative Bricks 
are packaged in convenient do-it-your- 
self kits, each with enough bricks to 
cover 10 square feet, an E-Z Magic 
Template and an adhesive applicator 
stick. E-Z Decorative Brick Co., Dept. 
AL, Minneapolis 8, Minn. 


Circle No. 239 on Coupon, page 108. 


Package for Water Inlet Hoses 


P-G Products Mfg. Co. announces 
the introduction of a new package for 
water inlet hoses. Each of the new 
packages, using P-G’s poster colors of 
black and green, contains two inlet 
hoses and is clearly marked on the 
outside with all descriptive informa- 
tion and warranty data. The carton 
has been designed in two basic sizes: 
one for hoses under six feet in length, 

(continued on page 92) 
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Now sell ALL of these items with the 


Check your woodwork sales against a current set of house 
blueprints . . . how much woodwork are you quoting on for each 
job? You can get all of the woodwork items due you, if you 
merchandise and sell them as the Ponderosa Pine Woodwork 
Package. 

Your customers—the consumer and the builder—are being 
told through consistent national advertising, that your yard is 
the source for all the items which make up the Ponderosa Pine 
Package. These include—windows, panel doors, combination 
doors, louver doors, cabinets, mantels, specialty items, mould- 
ing and trim...all custom-styled, precision manufactured 
from Ponderosa Pine. When you think of all these woodwork 
items as a package, you can sell more profitably. So, establish 
= yard as Ponderosa Pine Woodwork Package headquarters 
today. : 





BUILDING PRODUCTS MERCHANDISER 


Consistently advertised in such National magazines as Sat. Eve. Post, 
Living for Young Homemakers as well as all leading Builder publications. 


e 
Vomndowta ine WOODWORK 


105 West Monroe Street + Chicago 3, Illinols 





a eS 
OODWORK| 





SELL THE WINDOWS WITH THE SEAL OF QUALITY 


QUALITY 7 * » S\ APPROVED 

. FABRICATOR Kx NX NO. 000 , 
American W000 WINDOW Institute 
CONFORMS - UNITED STATES CO. STWO.C)) fia 


The American Wood Window Institute 
Seal on the windows you sell is your 
customer's assurance that the windows 
are: 














®@ Preservative 
treated 

®@ Properly 
balanced 

® Efficiently 
weatherstripped 


® Correct in design 

®@ Properly 
constructed 

®@ Made from care- 
fully selected 
kiln dried lumber 


and that the windows conform to ap- 
plicable U. S. Department of Commerce 
Commercial Standards. 


An 
Pine Produce 
Woodwork Manufacturers. 


Circle No. 53 on Coupon, page 108. 
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LLDEALER POINTERS 


Sign Saves Floor Space 


Rather than use valuable floor 
space to display bulky, slow-moving 
water heaters, Barker-Lubin Co., 
Springfield, Ill., lets customers know 
they’re available with a prominent 
sign in the plumbing section. Quot- 
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the other for lengths in excess of six 
feet. Both cartons represent practical 
as well as attractive solutions to the 
problem cf stocking and selling re- 
placement hoses. P-G Products Mfg. 
Co., Inc., Dept. AL, 230 E. 162nd St., 
New York 51, N. Y. 


Circle No. 240 on Coupon, page 108. 


ing a price generates inquiries and 
interested customers can see the 


firm’s complete selection of water etd a a F dhach 
heaters in the warehouse. wit — eee a ......... 
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Your own 
eyes fell you-- 


Compact Hardboard Display 


A new Oregonbord blond hard- 
board display, carrying samples of all 
four Oregonbord textures, was de- 
signed to take very little space and 
serve either as a wall or counter dis- 
play. Set up in a convenient place in 
the store, it offers customers an op- 
portunity to feel and select their own 
material. One set of samples includes 
all the Oregonbord special finishes— 
ripple-finish, rib-finish and perforated. 
The other set shows the smooth finish- 
es. Oregonbord hardboards are avail- 
able in both standard and tempered 
finishes in %” and 4” thicknesses. 
Chapman Mfg. Co., Dept. AL, Cor- 
vallis, Ore. 

Circle No. 241 on Coupon, page 108. 
(continued on page 104) 





OAK FLOORING 


Has all these advantages (Quentions on page 8) 


. (1) Price cutting by local appliance 


@ GREATER STRENGTH retailers and (2) service headaches. 


What's Your Answer? 


See editorial item, page 52. 


@ EYE-CATCHING BEAUTY as gt 4 
.(1) “See-through” inspection and 
@ ADDED SALES APPEAL (2) quick inventory of materials. 


See ad, inside front cover. 


. C. B. Nettleton, Inc., Covington, Va. 
See model, page 37. 


You've got to see this flooring to appreciate 
its beauty —and it’s as durable as the Ozark 
mountains from where it is grown. 

. Keymesh, Keycorner and Keybead. 


Ozark Oak Flooring is dried in modern kilns and A ue 
See ad, pages 26-27. 


supplied with a satin smoothness that requires 
a minimum of sanding and finishing — saves you 5. A. W. Burritt Co. See news item, 
time and money. It is NOFMA graded under strict page 12. 

manufacturing control for matching consistency. : , ; . 
s . Johnson’s transit-mix Econoplant. 
Yes, you be the judge and see for yourself why See ad, page 24. 

Ozark Oak Flooring is better, Specify it on your 


next Flooring order. . (1) Absence of kitchen planning aid 


; for dealers by many of the wood 
Available in all standard sizes. cabinet manufacturers and (2) 
modular sizes. See article, page 54. 


us A . Mrs. Housewife. See ad, page 43. 
The OZARK OAK FLOORING co. - Conveyor belt. See article, page 66. 
SSD" HISMARCK, Missoun a 
See ad, pages 16-17. 
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DEALER POINTERS 
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Pat 


Wood Screws Sold By the Pound 


Realizing it wasn’t worth the time to sort the 
conglomeration of wood screws gathered in its 
storeroom, Veenstra Lumber Co., Racine, Wis., 
lumped the accumulation into a metal container 
on the showroom floor. Offered at 49¢ a pound, 
customers seiect the specific screws they want 
or the salesman weighs the desired amount. 

“We make a profit on odds-and-ends that 
aren’t worth sorting,” says manager Charles 
Veenstra. “This system is also applicable to 
broken lots of nails, washers, nuts and bolts. 
These accumulations appeal to handymen and 
farmers, who never seem to have enough of 
these items.” 


Puts Whole Show Window to Work 

For more effective use of its window display 
area, Fulton (Ind.) Lumber Co. resorted to a 
staggered, shadow-box system. Shelves in the 
various tiers provide ample space to display 
paints, hand tools, specials and seasonal items. 
With this system Fulton gains about 100 square 
feet of valuable floor space in the showroom 
and achieves maximum display in the show 
window. 
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For light weight, strength, 


wide range of use, 


choose 


WHITE FIR 


one of the dependable woods from 


the Western Pine mills 


Easy to handle, cut, saw, shape and nail, 
this fine, carefully dried wood is widely used 
for framing, sheathing, crating, exterior and 


interior trim and many industrial uses. 


Write for FREE illustrated book about 
White Fir to: WesTeRN Pine Associa- 


rion, Yeon Building, Portland 4, Ore. 


The Western Pines 


| and these woods from 


idaho White Pine | the Western Pine mills 
| WHITE FIR - INCENSE CEDAR 
Ponderosa Pine | pep cepar - DOUGLAS FIR 
ENGELMANN SPRUCE 


Sugar Pine LODGEPOLE PINE - LARCH 


are marufactured te hizh standards of seasoning, grading, measurement 


TODAY'S WESTERN PINE TREE FARMING 


GUARANTEES LUMBER TOMORROW 
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of MASONRY 

FASTENERS and 

ANCHORS! 

U. S. Expansion Bolt Co. is first in the industry 

to introduce SKIN-PACKAGING, the modern, 

self-service way to merchandise anchors 
and fasteners. 


NATIONALLY KNOWN 
AND ADVERTISED 


UTILITY HOOKS 


A heavy duty hook 
for all hanging jobs. 





TOGGLES & HOOKS 


For hanging and | 
fastening jobs on 7 
hollow walls. 


PRICED FOR QUALITY 


Sar TOGGLE BOLTS 
For hollow wall in- 
stallation. 


GENERAL 

PURPOSE 
Plastic Wood Screw : 
Anchors. . 





ATTRACTIVE 
COUNTER DISPLAY 


FEATURES SKIN-PACKED 
CARDS FOR EASY SELF- 
SERVICE SALES 


Selling features printed 
on counter display. 
Cards also available in 
standard packages. 


U.S.E. PRODUCTS WILL 
GET TOP BILLING 
FOR FAST TURNOVER 


SOLD THROUGH 
RECOGNIZED JOBBERS ONLY 


JSE 
aS a 
MASONRY ANCHORING. FASTENING, DRILLING AND ALLIED PRODUCTS 


U. S. EXPANSION BOLT CO. 
YORK, PA. DEPT. AL-4 
Circle No. 78 on Coupon, page 108, 
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Consumer Data 

Portable Saw Hanger. A new book- 
let describes the new Sky-Hook port- 
able saw hanger, which permits a 
portable saw to temporarily hang 
quickly, easily and securely to the 
narrow edge of an exposed board mem- 
ber. This makes the saw convenient 
to the operator while working on ceil- 
ing joists, floor joists, sawhorses or 
other boards exposed generally on 
edge, thus eliminating laying the saw 
across two joists with a possibility 
of knocking it off with extensive dam- 
age to costly saw parts and possible 
injury to a fellow worker. Portable 
Tool Support Co., Dept. AL, Box 110, 
Ontario, Calif. 


Cirele No. 242 on Coupon, page 108, 


Home Vaults. A new colorful 12- 
page brochure covers the Hercules line 
of fire-resistive Home Vaults. This in- 
formative brochure illustrates and de- 
scribes Hercules home vaults, wall 
vaults, closet vaults, letter vaults, 
Safe-T-Vaults, card files, as well as 
Models IX and 2UB Meilink safes. 
The brochure, designed for use as a 
mailing piece or handout, emphasizes 
the protection of valuable papers from 
fire. Meilink Steel Safe Co., Dept. AL, 
1672 Oakwood Ave., Toledo 6, Ohio. 


Circle No. 243 on Coupon, page 108. 


Metal Lath Specifications. The 1957 
award-winning edition of “Specifica- 
tions for Metal Lathing and Furring” 
is available. Granted a “Certificate of 
Merit” in the 1957 Building Products 
Literature Competition, sponsored 
jointly by The American Institute of 
Architects and The Producers’ Coun- 
cil, this explanatory 20-page booklet 
covers all phases of metal lath con- 
struction. Various spans and spacings 
for supporting metal lath and plaster 
ceilings have been summarized in de- 
scriptive tables. Metal Lath Manufac- 
turers Assn., Dept. AL, Engineers 
Bldg., Cleveland 14, Ohio. 
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Electric Door Operator. A new 12- 
page bound dealer’s catalog on _ its 
complete line of residential and in- 
dustrial electric door operators is an- 
nounced by Ridge Door. The catalog 
presents literature, descriptions and 
complete prices on Ridge operators and 
fully describes all accessories. Also 
available is literature on the entire 
line of residential, commercial and 
industrial overhead doors. Ridge Door 
Co., Dept. AL, Drawer No. 912, Mon- 
mouth Junction, N. J. 

Cirele No. 245 on Coupon, page 108, 


Garden Shelters & Tool Houses. A 
new 24-page booklet, titled “How to 
Build Garden Shelters and _ Tool 
Houses,” is profusely illustrated and 
gives the homeowner basic information 
for doing his own work. Step-by-step 
operations described include: advan- 
tages of building a garden house, how 


to finance the job, local building codes, 
exeavation and footings, foundations 
and floors, framing and_ shingling, 
Weathertite Sheathing, asbestos Flex- 
board exterior walls, lining the gar- 
den house and bill of materials needed. 
Detailed instructions cover an 8 x 8 
shelter, a 4 x 8 lean-to and an 8 x 12 
shelter. Johns-Manville, Dept. AL, 22 
Ik. 40th St., New York 15, N. Y. 


Circle No. 246 on Coupon, page 108, 


Technical Data 


A construction guide containing full- 
page structural drawings that provide 
authoritative basic information on 
types, grades and applications of fir 
plywood for builders, architects, engi- 
neers and building code officials is an- 
nounced. The 34-page booklet covers 
information on floor construction, sin- 
gle and double wall construction and 
roof construction, while including rec- 
ommendations and plywood excerpts 
from “minimum property require- 
ments” of the FHA. Douglas Fir Ply- 
wood Assn., Dept. AL, Tacoma 2, 
Wash. 


Cirele No. 247 on Coupon, page 108, 


Plastic Pipe. A new, 16-page bro- 
chure on plastic pipe covers the three 
basic types of pipe—flexible, semi- 
rigid and rigid. The advantages, meth- 
ods of installation, the many applica- 
tions, as well the points to consider 
in selecting the proper type of pipe 
for any particular job, are fully ex- 
plained. Chemical resistance charts as 
well as flow and friction tables are also 
included. Crescent Plastics, Inc., Dept. 
AL, 955 Diamond Ave., Evansville 7, 
Ind. 


Cirele No. 248 on Coupon, page 108. 


Anchors, Drills, Drill-Hammers. A 
new catalog (No. 557) of masonry, 
anchoring and drilling devices is avail- 
able. It contains over 200 listings 
showing sizes, packing, shipping 
weight and prices of 11 different Raw] 
anchors, Raw! drills and Rawl drill- 
hammers. The Rawlplug Co., Dept. 
AL, New Rochelle, N. Y. 


Circle No. 249 on Coupon, page 108. 


New Clarklift 40. Operating and 
maintenance features, specifications 
and dimensions of the new Clarklift 
40 fork truck of 4,000 pounds capacity 
are contained in a four-color, six-page 
brochure now available. Drawings il- 
lustrate such innovations as swing back 
hood, self-adjusting brake, adjustable 
upright assembly and quickly remov- 
able counterweight. On-the-job photos 
show applications of the machine. 
Charts and graphs detail operating 
characteristics such as lift speeds, 
drawbar pull, capacities at various 
load centers and overall measurements. 
Industrial Truck Div., Clark Equip- 
ment Co., Dept. AL, Battle Creek, 
Mich. 

Circle No. 250 on Coupon, page 108, 
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w 
MARGRAVE 
Tstid Tools 


THE COMCIMMATI | 
TOOL COMPANY 


HARGRAVE 


THE MOST COMPLETE LINE 


— oe 
HAR GRAVE 





WRITE FOR FREE CATALOG 


Showing a Clamp for every purpose, openings from 34°’ to 12° 
and depths from 11/16" to 16'', also Chisels, Punches, Masonry 
Drills, Gasket Cutters, Brace Wrenches, File Cleaners, etc. 


There is an Industrial Distributor Stock Near You 


THE CINCINNATI TOOL COMPANY 


2004 Waverly Ave., Cincinnati 12, Ohic 





| WAL- LOK 


MORTAR JOINT REINFORCING 


WITH ARCHITECTS and BUILDERS 
because WAL-LOK was first . 


@ to use research for product improvement. 


gt 


@ to deform without 
strength. 


impairing tensile 


WAL-LOK 
IS A 
NECESSITY 
@ to minimize 
shrinkage cracks. 
@to withstand 
side pressure. 
@ to increase 
wall strength. 
@ to reduce cracks 
caused by foun- 
dation failures. 


@ to use projecting Cross Bars — 4 mortar 
locks at every weld. 
to comply with National Bureau of Stand- 
ards Recommendations. 
to furnish galvanized Cross Bars. 
to furnish 12’ lengths in 300’ bundles — 
fewer splices, less scrap, lower cost. 
to manufacture 8 Gauge Super Standard. 


to insure complete mortar bondage. 


YOUR CHOICE: 1. Bright basic Side Rods 
with galvanized Cross Bars 2. Fabricated 
from galvanized wire 3. Galvanized after 
fabrication. 

Make WAL-LOK first on your list. Write 
today for descriptive 
with facts. 


brochure packed 


ADRIAN PEERLESS 
1413 E. Michigan 


, INC, 
Adrian, Mich. 


Circle No. 56 on Coupon, page 108. 
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Mechanics, 


MASTER ‘“‘SECRET SERVICE’? PADLOCKS 
Laminated steel, pin-tumbler security... 
also available in laminated brass. 


MASTER “LITTLE GIANT’? PADLOCKS 
The finest padlocks obtainable 
in the low-priced field. 


MASTER LAMINATED PADLOCKS 


Laminated steel plus strong 
warded security ... at bargain prices! 


FAMOUS “‘MASTER QUALITY’ IN EVERY PADLOCK 
World's finest combination padlocks, 
hasplocks and hasps, 


MASTER’S complete padlock line assures you of steady, 
volume. No matter what the padlock need 
or the “do-it-yourself” trade . 
padiock—aot the right price 


year ‘round 
for contractors, builders 
MASTER you have the right 


. with 


Order from your wholesaler. 


Master Padlocks 


NATIONALLY ADVERTISED in Life, Saturday Evening Post, This 
Week, Parade, True, Time, Outdoor Life, Sports Afield, Popular 
Farm Journal, Boys’ Life, American Girl. 


Master Jock Company, Milwaukee 45, Wis. 





World's Largest Padlock Manufacturers 


Circle No. 57 on Coupon, page 108 
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i SELL J. NEILS 
PENTA TREATED 
POLES AND POSTS 


for Enduring Farm Construction 





for window or 
door trim 


another SLIMFOLD product 


@ All one piece ventilated louver 


design. 


@ Electro-Galvanized and bon- 
derized steel, for lasting 


beauty. 


Priced to Save 
You Money|! 


Available in All Standard 
Sizes. Order Today — Send 
for Literature and Price List. we 


AMERICAN STEEL 
DOOR COMPANY 


Prime coat baked enamel— 
can be painted to create any 
decorative motif you prefer. 


Will not warp, swell or shrink. 
Packaged | pair per carton. 


Treated pole frame construction is increas- 
ingly popular for all types of farm buildings 
because it lasts longer and costs less. 

J. Neils poles are straight, strong, with uni- 
form taper. 


They are selected from our own 


timberlands, and treated (penta or creosote) 


in our own plant. Mixed cars can include poles 
with treated or untreated lumber. Free plans 
and erection instructions are available. Write 
for infomation. 


J. Neils Lumber Company 





DIVISION OF TERNES STEEL COMPANY 


11148 HARPER AVENUE e 


DETROIT 13, MICHIGAN 
Circle No. 58 on Coupon, page 108. 


MILL AND TREATING PLANT AT LIBBY, MONTANA 
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Trade Mark 


Registered 





DOUGLAS FIR 


PONDEROSA PINE — SUGAR PINE 


WHITE FIR 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


ANDERSON, CALIFORNIA 








GARPENTRY & LUI 


STEEL SQUARE 


Gilbert Townsend. ...0ccccscsccecccserececcce$2.S0 


True measurement in construction is not only a 
mecessity, it is a skill. With this book, the young 
carcenter learns the many uses of, and how to use 
accurately, his most valuable measuring tool—the 
steel square. Includes illustrative problem, from 
Start te finish, of house construction. Indexed by 
individual jobs for easy reference. 172 pages. 


150 GLUING QUESTIONS AND ANSWERS 
Thomas D. Perry 


Helps your sales staf explain product construction 
features, and provide the “‘do-it-yourselfer"’ with 
needed information. Presents the answers to every- 
day questions on giues—from mixing and spreading 
te equipment and methods. Covers laminating, hot 
and cold pressing, testing of give joints, core prob- 
terms a6 well at plywood and veneer. 
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THE WOODS YOU USE 
Reprinted from Wood and Wood Products... .$1.00 





Did you know that we are using commercially only 
16% of the total number of tree species? This book 
of articles gives you a quick, complete picture of 
these leading woods, including source, general prop- 
erties and specific commercial uses. 


COMMERCIAL HARDWOOD IDENTIFICATION 
CHART 


Kukachka and Reno........ $1.00 


Using the simple charts in this book, you can quick- 
ly identify any important commercial hardwood 
with just the naked eye and a hand lens. Makes it 
@asy to separate red and white oak; birch, beech and 
maple; red gum and mahogany; Philippine and true 
mahogany; cottonwood, buckeye and black gum; 
other confusing woods. 24 cages. 


BEM oo 


| AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL. 


| Enclosed is my check in the amount of $___.. fer 
the books | have checked below. 


}) Steel Square 
150 Gluing Questions and Answers 
The Woods You Use 
Commercial Hardwood Identification Chart 





Address. 





| 
| 
| 
| 
| Name 
| 
| 
! 
| 


City, State 
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It would take a power-packed salesman to sell a 

customer this pair of shoes. What would his volume of 

: sales be, compared to a clerk selling modern footwear? 
Aerolite Products Don't place your sales force at the same disadvantage 
K Two types of combination in selling an old-fashioned line of storm windows and 


storm-screen doors, Z-Bar doors. Switch to Aerolite! 
or Expander. 


%* Deluxe double hung Storm Yesteryear's profits did not have to depend on big 

Windows. volume. Today, you must attract every possible cus- 
* Horizontal Storm Windows. tomer with competitive prices and the latest designs. 
* Casement Storm Windows. If you fail, he will go to the dealer who does! Check 
* Basement Storm Windows. with Aerolite today and tomorrow you can discard the 
* A full line of Aluminum high-button-shoe type of storm windows and doors! 


Extrusions. 
You’re Always Right with “Aerolite” 


MAIL COUPON TODAY! 
HUTCH MFG. CO., STRUTHERS, OHIO AL-4 


PHONE PLAZA 5-2139 





Please send complete information on Aerolite Products to: 


ALUMINUM STORM DOORS -~« WINDOWS Company 


A PRODUCT OF THE HUTCH MFG. Co., Sent By... 
STRUTHERS, OHIO Street 


City State 
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of the skip and discharge each batch 
while the paving machine operates at 
full capacity. The Stabilift also is used 
for hauling “hot stuff’ and working 
with asphalt paving machines. In ad- 
dition, it is ideal for fill work, spread- 


ing and_ stockpiling, manufacturer 
. : says. Cook Bros. Equipment Co., Dept. 
Semi-Dump Trailer AL, 3334 San Fernando Rd., Los An- 


Cook Brothers’ new Stabilift geles, Calif. , 
“frameless” Semi-Dump Trailer can Re a en ae ee ea 
be used efficiently as a batch carrier 
on concrete paving jobs. Actual field 
performance revealed that the 20-ton 
legal payload capacity permits the 
Stabilift to haul seven 5500-pound 
batches per trip, it is said. The Stabi- 
lift’s outstanding stability is said to 
enable the operator to easily and 
quickly move the Stabilift in and out 





Outdoor Fork Truck 


The operator sits above the left 
front fender for a clear view of the 
load on a new 35,000-pound capacity 
pneumatic tire fork truck. Named the 
Clarklift Y-350, the machine was de- 
signed for heavy lifting and tiering 
work. A_ power-shifted, four-speed 
transmission coupled with a torque 
converter and a 404 cubic inch, six- 
cylinder Hercules gas engine provide 
power for operation through mud and 
snow and over rough terrain. Power 
steering and air service brakes are 
standard. Maximum speed is 16 mph 
both forward and reverse. Industrial 


f Truck Div., Clark Equipment Co., 
S-h-h-h-h! | Dept. AL, Battle Creek 40, Mich. 
| * Circle No. 252 on Coupon, page 108. 
Routing and Boring Machine 
S & & sion Novi Tool & Machine Co. announces 


3 a semi-automatic machine that not 
.-- but this sales crew at Erb only variate door bane owed and 
Lumber Company, Royal lock plate openings but also bores lock 
Oak, Michigan, won’t be quiet and knob holes in doors and hinge 
for long! They’re learning pockets in jambs at an almost unbe- 
some new approaches to put lievable fast rate. The machine is ad- 
2 F justable for performing these opera- 
sales techniques on the tips tions on all doors, both right and left 
of their tongues. hand having a thickness of from 1%” 
Georgia-Pacific makes it oe, x iv —s — offs 3 feet and 
ro r 1eights from 6 feet to eet, manu- 
the-epot demonstrations and | facturer says. Novi Tool & Machin 
interesting quizzes (class is | 7 f sg ass oe P ho ‘ele 108. 
taking one right now). Let | 
G-P train your men and 
prove this course is a profit- 
maker for them—and for you. 


rm —— A Home Improvement Contest 


’ wy y , y y hd | The National Lumber Manufactur- 
GEORGIA VACIFIC ers Association and Farm Journal 
CORPORATION || magazine are offering $10,000 in cash 
! prizes for outstanding home improve- 
ments completed between Jan. 1 and 
We are interested in your sales training program. Please send free pictorial brochure Oct. 31. Do-it-yourselfers and those 
who contract for someone else to do 
. the work are both eligible to enter. 
rn eeeweneennenss ; = he : aera Applications for official entry blanks 
Adérees—____ Scie sian eceai es le | may be obtained at local retail lum- 
beryards or from Farm _ Journal, 
Philadelphia 5, Penna. 








Dept. AL-457 Equitable Building e« Portland, Oregon 


Name = = : = —— vauilesliomghes — —— 


a — . sainnas ___Zone_______State 


ha ee ee _ 
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Clustered Square Pattern 


Wood-Mosaic’s Clustered Square 
Pattern Hardwood Flooring pro- 
vides added luxury to any home... 
traditional or modern. It is prac- 
tical in every respect and combines 
beauty with lifetime durability. You 
will delight in its warmth of color 
and richness of detail. Clustered 
Square is priced to give you a par- 
quetry hardwood floor within your 
building budget. 


Factory assembled and pre-finished 
with Wood-Mosaic’s new, amazing 
Diamond Lustre finish, Clustered 
Square is shipped to your construc- 
tion site ready for easy installation. 
Available in a variety of woods. 
Consult your nearest dealer or write 
direct to: 


Wood-Mosaic 


PARKAY Division 
LOUISVILLE, KENTUCKY 
Maker of the World's Finest 
Hardwood Flooring since 1883 
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Mounting 


Unload a Load 
or Half Load at a Time 


Write, wire, phone for 
Catalog and Prices 


The R-B Company 


1921 Guinotte, Kansas City 20, Mo. J| 


| Co., Box 49, PHOENIX, ARIZ. Dur-O-wol, Inc., 165 Utah St., 


eee cane cee cme cee ees cee eee ame aemme aes Games eames ames comes eee 
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More Than 8,000 
Dealers stock Dur-O-wal 








nearest distributor 
or write Dept. 3-C 








‘7 


Dur-O-wal Products of Ala., Inc., Box 5446, 


additional 
information 


Butt-Weld e Trussed Design 


Don-O-wal 


Rigid Backbone of Steel 
for EVERY Masonry Wall 


Dur-O-wol Div., Cedar Rapids Block Co., CEDAR RAPIDS, 1A. Dur-O-wol Prod., 


| Inc., Box 628, SYRACUSE, N.Y. Dur-O-wal of Ill., 119 N. River St., AURORA, ILL. 


BIRMINGHAM, ALA. Dur-O-wal 
Prod., Inc., 4500E. Lombord St., BALTIMORE, MD. Dur-O-wal Div., Frontier Mfg. 
TOLEDO, OHIO 
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For 67 years Ellingson has 
been delivering satisfaction 
to buyers of 

@ Ponderosa Pine 

@ Douglas Fir 

@ White Fir 


ELLINGSON 


LUMBER COMPANY 
Klamath Falls, 
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LUMBERMAN GREER shows how the front of his door display swings upward to 


permit removal of a door from his simple, inexpensive sales unit. 


DRAWER ROLLER attached to Ix4 board permits salesman to draw display door 


out for customer inspection. Board is lightly tacked to door bottom. 


Space-Saving Door Display 


Washington state dealer develops special rack. 


When Homer Greer and Bert 
Hooper built a new display room 
and office for their Home Lumber 
Co. at Sunnyside, Wash., they knew 
they had to have a better way to 
display doors neatly. As a result 
of their planning, they have a 
simple, inexpensive and space-sav- 
ing door display which serves their 
needs. 

The doors rest side-by-side in 
the rack. A light screen door han- 
dle is screwed to the edge of each 
door. A strip of 1x4 is tacked to 
the top of the door. This fits be- 
tween 1x4 guides. The guides are 
set vertically over the doors. 

Drawer rollers have been 


screwed to the flat side of a 1x4 
piece. This piece is then tacked 
to the bottom of the door to be put 
in the rack. 

The sample door rolls easily on 
the metal drawer rollers; at the 
top it is guided by the 1x4 guides. 
It was not necessary to hang the 
doors on an overhead track, nor 
was any floor track needed. When 
a door is to be removed from the 
rack, the front board of the dis- 
play is unhooked and swung up- 
ward on hinges. 

Doors which have been in the 
display can be sold readily since 
they are not scarred by being dis- 
played in the rack. 
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ultimate in garden products 


The 
and Redwood furniture 
to increase 1957 sales 


tt ae din 


Create a profitable Redwood 
products department from 


America’s largest assortment. | 


Write for details about an entirely new sales plan on 
pergolas, arches, fences and barbecue sets that can 
double your volume and profits. 


All shipments FOB factories Michi | 
gan, Minnesota, Wisconsin or Cali | 


fornia. 


_ VANDY-CRAFT 
| 
| 
| 14105-1712 Merchandise Mart 

Chicago 54, Illinois 
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The Ultimate in Redwood Products 


OZARK MOUNTAIN GROWN — HARD, 
LONG LIFE, BEAUTIFUL COLOR 
AND GRAIN UNIFORMITY 


EXCELLENT MILLWORK — SMOOTH — 
SAVES SANDING TIME AND LABOR 


DOUBLE HOLLOW BACK 


EASED EDGES ON TONGUE AND 
GROOVE MAKES JOINING EASIER 


PapGett-SMITH OAK 
FLOORING IS SUPERIOR 


Seeing is believing — laying is proof that 
P.S. flooring has everything anyone would 
want in fine flooring. This is not run-of-the- 
mill flooring but a carefully selected, pre- 
cision-milled and graded flooring that 
builds prestige and repeat business for you. 


Try P.S. Oak Flooring on your next job, 
one of nature's finest building materials 
from the Missouri Ozarks. 


MITH FLOORING COMPANY Weviicin view, mo. 





Caught With Your “Paints” Down? 


GET A HARBIL: 


TWIN CRADLE HB-7 
New, Increased Arc 
Shakes Paint 7.38 
Times Faster! 
Twin cradles hold % pt 
to 1 gal., 2 diff. size cans 
at 1 time. Shakes with 1 
cradle empty. So vibra- 
tion-free You can’t Bolt 
it Down! $119.50 
F.0.B. Wheeling 


60 SECOND HB-6 
Super-speed all purpose 
shaker. Mixes, Blends, Re- 
juvenates all paints in 60 
SECONDS OR LESS! 
Shakes round or rectan- 
gle cans from % pt. to 
Imp. Gal $109.50 
F.0.B. Wheeling 


HEAVY DUTY HB-8 


Standard equipment in 
America’s biggest firms 
Mixes, Blends, Rejuven- 
ates 2, 5 gals. or 4 gal 
earton. Built-in Electric 
Timer. Ingenious lid per- 
mits testing without re- 


moving cans $340.00 


Harbil 


Mfg. Co. 


Write Dept. AL-7, for Details! 
Wheeling Rd. & Exchange Ct. 
Wheeling, Illinois 


Circle No. 51 on Coupon, page 108. 
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“IT PAYS 
TO SELL 
GRIFFIN 
HACK- ‘= 


Perhaps 
you've never 
seen ao really 

“Gay Blade" in 

your store... 
maybe you don't 
know just how 

good our GRIFFIN 
Blades are. Take a 
minute and look at 
what these 

blades have to offer 


EACH BLADE — 
Clearly Marked 
Tooth Size and 
What if Will Cut 


EACH BLADE — 
Marked for Front End 


EACH BLADE — 
Top Quality 
The Best in Blades 
Since 1880 


EACH BLADE — 
Painted, Looks Good, 
No Rust, No Scale 


ALL BLADES — 


Factory Guaranteed 


Ask your jobber for 
GRIFFIN HACKSAW BLADES, 
COPING SAW BLADES, SCROLL 
SAW BLADES; or write for 
additional information and 
dealer prices 


Lata lil 


G. W. GRIFFIN COMPANY 
Franklin, New Hampshire 


Sales Representatives 
John H. Graham & Co. Inc, 
: 105 Duane Street, New York 8,N. Y. 


Circle No. 73 on Coupon, page 108, 
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TWO ORIGINAL MURALS of the three scenes of northwest coast Indian life «created 


for the new building. 


Store Art Attracts Attention 


Washington state dealer has three original murals in 


northwest Indian style. 


Upon completion of their new 
store, Hyak Lumber & Millwork 
Co., Olympia, Wash., commis- 
sioned a local ceramic artist, 
Oliver Tiedemann, to create three 
original murals in northwest coast 
Indian style for the front of the 
new Hyak building. 

“Tt’s a good idea,” says co-owner 
V. L. Johnson, “for a merchant 
to help encourage artistic accom 
plishment in his area. In our case, 
the Indian decoration seemed es- 


pecially appropriate since the firm 
name in Indian language means 
“in a hurry.” 

“In addition,’ Johnson adds, 
“the Indians of this Pacific north- 
west region were wonderful wood 
workers and are represented to 
this day by the huge totem poles, 
which are tourist attractions in 
this region.” Russell Bordeaux is 
the co-owner of the Hyak organi- 
zation. 


April 1, 1957, AMERICAN LUMBERMAN AND 
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Now available, the most complete building 
buying guide ever published 


products 


14th 
ANNUAL 
ISSUE 


SJ 
Makes other product 
directories obsolete 


Improved, and new, and exclusive in the 1957 Dealer 
Products File issue of American Lumberman are: 
@ an enlarged Buyers Guide, to accommodate the 
classified listing of more than 8,000 manufacturers of 
building products and equipment. 
@ Completely new, fast-reading streamlined charts 
and tables of up-to-the-minute building materials 
application and specification data. 
@ All new organization of material, making it easier 
for you to find the information you want when you 
need it. 
@ Exterior index, consisting of die-cut thumb tabs, 
gives you instant access to the title pages of major 
product and data sections. 

All these useful improvements are based on inten- 
sive personal interview research among dealers across 








NEW THIS YEAR 
e exclusive, built-in thumb index 
e faster-reading charts and tables 
of product data 
e enlarged BUYERS GUIDE listing 
more than 8,000 manufacturers 
e published each January, for all 
year use 





——J 





the country. The result, is a dealer directory of build- 
ing products that makes other product directories 
obsolete. 

A brand new book, cover to cover, the 1957 Dealer 
Products File is the most comprehensive and useful 
guide to the buying, selling and use of building prod- 
ucts and equipment ever made available to lumber 
and material wholesalers and retailers. 


SINGLE COPY PRICE: $2.00. 


AMERICAN LUMBERMAN SUSCRIBERS get the 
annual Dealer Products File as a regular part 
of their subscription, at no extra charge. 


a 





AMERICAN LUMBERMAN 


and BUILDING PRODUCTS MERCHANDISER 


139 NORTH CLARK STREET +> CHICAGO 2, ILLINOIS + Financial 6-5380 


BUILDING PRODUCTS MERCHANDISER 
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(FORK LIFTS } 


CLARK 





RECONDITIONED 


BARGAIN BUYS Tow. 


MOTOR 


MOTO.- 
LIFT 


ROSS 
HYSTER 





Guaranteed Good As New! 


2,000-lb. to 15,000-lb. models @ 
solid or pneumatic tires © any 
size ® any lifting height ® wide 
selection of models! 


WRITE FOR PRICES, 
INFORMATION, DELIVERY : 
MEMPHIS EQUIPMENT 


GONSTRUCTION EQUIPMENT 


766 $ THIRO ST MEMPHIS, TENN. 





Circle No. 81 on Coupon, page 108. 





SPACKLING COMPOUND 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 


For pre-painting preparation—the 
smooth way to “‘crack-proof"’ plaster 
walls, seal open joints and cracks in 
woodwork, fill nail and screw holes, 
smooth rough wallboard, cover checks 
end knots in wood. Can be sand- 
papered to velvet finish. Will not shrink 
or fail out. Available in 1, 5 Ib. cans; 
100 Ib. drums; 300 Ib. drums. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


i51S N HADLEY ST $T. LOUIS 6. MO. 


Circle No. 79 on Coupon, page 108. 
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SALES AIDS 


(begins on page 88) 





Electrical Tape Deal 


A free wire rack for display of 
electrical tape is 
offered with a new deal. The new of- 
fer, called deal “ET,” includes the 
metal display rack equipped with a 
point-of-purchase backcard, 24 rolls 
1%” wide x 150” long and 12 rolls 
3%” wide x 240” long. The rack, which 
takes a third of a square foot of 
eounter space, is 8” wide x 6” deep 
x 13” high. Deal “ET” is packed com- 
plete with display rack and tape in 
one shipping carton. Minnesota Min- 
ing & Mfg. Co., Dept. AL, 900 Fau- 
quier St., St. Paul 6, Minn. 


Circle No. 254 on Coupon, page 108. 


Paint Brush Merchandiser 

A new Master Professional Paint 
Brush Merchandiser is designed to help 
the dealer handle a small but complete 
line of professional tool Robinson 
paint brushes. All the space that is 
needed is %” x 21” area where the 
bracket fits in on the wall. From this 
same bracket also can be suspended 
the Robinson merchandiser of popu- 
lar priced Robinson paint brushes. 
Both mechandisers are available pre- 
priced and prepacked. Edward E. Rob- 
inson, Inc., Dept. AL, 407 Mulberry 
St., Newark 2, N. J. 


Cirele No. 255 on Coupon, page 108, 
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AMERICAN LUMBERMAN 
DEALER SERVICES 


Store Design: you can have a new 
or remodeled store designed by the 
architect of the Profit-Maker Show- 
room, James N. Lindenberger. Mr. 
Lindenberger, available on a con- 
sulting basis, specializes in lumber 
dealer buildings. 


Store Layout: you can get advice 
on store layout from our editors who 
are experts on such problems. 
Write American Lumberman, 139 
N. Clark St., Chicago 2, Ill., for 
details. 





You'll feel younger, happier, and healthier 
under the warm sun’s rays! Come to Miami Beach... 


frolic on sandy beaches...swim in clear blue 


water...Where every day is a summer day... 


and you can feel yourself live! 


The luxurious, ocean- 
side Coronado Hotel 
is convenient ¥ 
to everything. 

Pool and Cabana 
Club. Private Beach. 


Near Churches 


HOTEL POOL AND 
CABANA CLUB 


~ ON THE OCEAN AT 88th ST., MIAMI BEACH 


Edward W. Collins, Mng. Director 


Circle No. 80 on Coupon, page 108. 
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KYANIZE PROTECTS INDEPEND 
Kyanize Pa \ 

Springheld, ' 

independ 

protect 

enmpany 

ing i 

pende 

over 


} 
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AMERICA'S 
FASTEST - GROWING 
TYPE OF BUILDING! 


@ EASY TO SELL! 

Cuckler Steel Span Buildings are adapt- 
able for hundreds of uses as commercial, 
industrial and agricultural installations. 
Post-free to provide 100% usable space! 


@ PROFITABLE FOR YOU! 

Steel Span is a “natural” for increasing 
sales of other materials you stock. It’s 
the most practical and economical build- 
ing for your customers . . . yet profitable 
for you! 


@ EASY TO STOCK — EASY TO ERECT! 
Cuckler Steel Span Buildings are avail- 
able in a variety of sizes, any length. Pre- 
cision-fitted at the factory, easily bolted 
on the job. Attractive buildings go up in 
a hurry! 


—,. 
> § = 50'-60' y 
\ / and MULTIPLES | 


@ TERRIFIC SALES AIDS PLUS 
NATIONAL ADVERTISING! 

Cuckler promotion plans include dealer 

aids that sell-on-the-spot for you . . . na- 

tional advertising in Successful Farming 

and other well-known publications that 

will bring new customers to you! 


IT PAYS TO PLAN wiTH Ogeel Span lea rectal 


BUILDING PRODUCTS MERCHANDISER 


ROMs 892597 5 peone 
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Kyanize paints’ 
DISTRIBUTOR FRANCHISE 
a eS ee ee 


- KYANIZE, as an Independent manufacturer, is 
p ledged to protect and deve lop the Inde “pe -ndent 
merchant. 

- KVYANIZE does not operate its own “company” 
stores. 

- KYANIZE is pledged to making it possible for 
Kyanize distributors to meet their competition. 

- KYANIZE offers assured profits at maintenance, 
painter and retail levels. 

KYANIZE protects its customers, does not sell 
accounts “‘across the street.” 

- KYANIZE provides an elaborate continuous ad- 
vertising program geared to the needs of the Inde- 
pendent paint merchant. 

- KYANIZE offers a complete line of top quality 
paints. 

- KVYANIZE promises the Independent merchant 
close personal attention and service. 


CHOOSE TODAY FOR TOMORROW! 


Let the Kyanize salesman tell you how Kyanize guaran- 
tees you a basis for continuous growth and profit. 


Kyan EZ@ paints, inc. 


Everett, Mass. « Springfield, Ill.» Montreal, Canada 
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CUCKLER MFG. CO. Dept. AL-3 
EXCLUSIVE DEALER Monticello, lowa. 
FRANCHISES STILL OPEN 
IN CERTAIN AREAS! 


If you're interested in getting 
aboard the Steel Span Band 
wagon, fill out and mail the 
coupon today. If your territory 
is open, we'll send you com 
plete data on how to build 
sales as a Steel Span dealer 


formation on Steel Span Buildings Dealer Plan. 


Please let me know if my area is open and give me in- 


Circle No. 68 on Coupon, page 108 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 


Rates. 


1 Time —25¢ per word for each insertion. 
Minimum charge of $1.25 per line. 


3 Times—20c per word ter each consecutive 
insertion. Minimum charge of $1.00 
per line. 


Add $1.50 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount al- 
lowed. 


All ads for classified section must be in 
Publisher's office 14 days preceding date o 
publication. Advertisements are set in uniform 
4 — style. No cuts or special borders al- 
owed. 


Replies forwarded without additional charge. 
Count five words to a line and when less 
are specified or used, regular line rate 1s 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN IUMBERMAN, INC. 
139 N. Clark St., Chicago 2, IIl. 





HELP WANTED 





Wanted—Young man with education and abil- 
ity for assistant manager of small yard in 
Centra] Illinois. Line yard company, chance for 
advancement. Address Box V-21 American 
Lumberman, Inc. 


DETAILER AND BILLER—Large midwest archi- 
tectural millwork company has opening for two 
experienced detailers and billers qualified to 
make shop drawings for schools and churches. 
Send resume of experience, age, salary de- 
sired and availability. Excellent opportunity 
for right man. Reply Box V-20 American Lum- 
berman, Inc. 





WANTED: Manager for growing retail Hard- 
ware & Building Material business, located 
West Central Illinois. Experience necessary in 
ail ph of busi Good working condi- 
tions, group insurance, profit sharing compen- 
sation. Opportunity to invest. Address Box 
V-27 American Lumberman, Inc. 








Well established Lower Michigan lumber 
wholesaler has opening for salesman to call 
on retail lumber dealers. Apply in writing 
stating references and experience. Address 
Box V-28 American Lumberman, Inc. 


RETAIL YARD MANAGERS 


Large line yard operator needs several man- 
agers. If your status is now that of assistant 
manager and you feel you are ready and 
qualified to make the step up to manager of 
a good yard in a good town don't fail to 
answer this ad. Address Box V-36 American 
Lumberman, Inc. 





INSIDE SALESMAN, for retail lumber yard 
Orange County, N. Y. Prefer a man over 23, 
married, with good handwriting and good at 
figures, capable estimating from plans and 
kitchen layouts. Hospitalization, sick leave, 
life insurance, vacation, $75.00 week to start, 
opportunity further training. Send resume and 
photo to Box V-37 American Lumberman, Inc. 





Assistant to Export Manager needed by large 
lumber manufacturer and exporter. Must have 
lumber sales experience. Prefer college grad- 
uate age 30/35. Excellent opportunity, perma- 
nent, office in southeast. Give details first 
letter enclosing snapshot. Reply Box V-41 
American Lumberman, Inc. 
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HELP WANTED 





FHA TITLE Il MAN 


Large Florida Retail] Lumber and Building 
Material concern wishes to employ experi- 
enced Lumber and Building Material man who 
has had experience in making applications for, 
and eee FHA Title II loans and in the 
handling of Construction Mortgages. Only man 
with good record need apply. Address Box 
V-39 American Lumberman. Inc. 


Assistant Sales Manager for Eastern Office Fir 
Plywood manufacturer, experienced in sales 
department procedure and plywood sales. Ore- 
gon Plywood Sales Corporation, 1234 Broad- 
way. Buffalo 12, N. Y. 


Assistant to District Sales Manager North- 
eastern States needed by large lumber manu- 
facturer with office in New York. Must be 
acquainted with trade, experienced in carload 
lumber sales, prefer college education. age 
30/35. Excellent opportunity, permanent, will- 
ing do necessary traveling. Details first letter 
enclosing snapshot. Reply Box V-40 American 
Lumberman, Inc. 





ASSISTANT MANAGER WANTED 


If you are a middle aged man with a 
good background of lumber and mill- 
work business, and are interested in 
accepting responsibilities, please con- 
tact us. 


We pay salary and bonus based on 
profits at the year’s end. It would pay 
any one answering these qualifications 
to contact us for further information. 


This is an aggressive well known retail 
and wholesale lumber business in the 
midwest. 


Please contact Box V-38 American Lum- 
berman, Inc. 


Wanted: Manager for large Retail operation 
in a Texas Metropolitan center, doing in ex- 
cess of two million a year, must be experi- 
enced all phases, purchasing as well as han- 
dling Sales personnel. Would appreciate as 
much detail as possible with reply, with the 
assurance that correspondence will be held in 
strict confidence. Address Box V-42 American 
Lumberman, Inc. 





SITUATIONS WANTED 





BOOKKEEPER 


Prefer distribution yard, wholesale or some 
manufacturing. Consider any vacancy. Fa- 
miliar lumber terms. Been self employed for 
some time. Desire otherwise. Middle age. 
Address Box V-43 American Lumberman, Inc. 


Architectural Draftsman, 40, residential and 
commercial work. Experienced all phases gen- 
eral building supply—ten years general con- 
tractor, experienced in sales and promotion 
work office asst. manager and job inspection 
work. Aggressive. dependable hard worker. 
Address Box V-44 American Lumberman, Inc. 


Experienced wholesale lumber and millwork 
salesman. Acquainted Chicago area. Available 
April 1. Address Box V-50 American Lumber- 
man Inc. 


SALES REPRESENTATIVES 
WANTED 





Manufacturer wants sales representatives for 
Jamaica-Dors, the complete new line of ‘'Slide- 
N-Fold’’ and “‘Bypassing’’ door units. Appli- 
cants must have established sales connections 
among dealers and jobbers. Jamaica-Dors are 
a quality wood product with decorator styled 
panels, finished in six colors, carton packed 
with hardware. A real non-competitive sales 
item with scheduled national advertising. Lib- 
eral commission arrangements. Exclusive ter- 
ritories. Advise present lines handled and 
territory covered. Write ‘‘Jamaica-Dor, Box 505, 
Savannah, Georgia. 


SALES REPRESENTATIVES WANTED to call on 
lumber yards, in North Central States, to sell 
new type rustic fence. Attractive, easy to erect, 
costs less than half other styles rustic fence. 
Write fully regarding territory covering and 
other lines carried. Denning Mig. Co., Box 
1396, Joliet, Ill. 





FACTORY REPRESENTATIVES: A few choice 
territories still available for Storm King’s 
tast-growing Slide-O-Matic Horizontal Primary 
Aluminum Window. Increased production facil- 
ities and extensive national advertising are 
making this America’s fastest growing win- 
dow. Factory representatives on a commis- 
sion basis are needed immediately to set-up 
distribution in areas where we are not now 
represented. Exclusive features and attractive 
pricing assure qood reception. If you need a 
good primary window line, don’t overlook this 
money-making opportunity. Write, wire or 
phone Mr. J. A. Zissen, Storm King Corpo- 
ration, Miamisburg, Ohio. Telephone 6-2471. 





MANUFACTURERS AGENTS 


We are now ready to expand sales representa- 
tion on our brand new architectural door 
weatherstrip product development. Top results 
already achieved in test markets, and is a 
year around seller. 


Get in on the ground floor of this volume 
seller developed by one of the nation’s most 
respected brand names. Many areas open, 
absolutely protected accounts, prompt com- 
missions. 


Write at once for literature and product sam- 
le, which is easily quickly demonstrated. 
ery simple to understand; virtually sells on 

sight. Full marketing helps, advertising, etc. 

Give your phone number. Box V-45 American 

Lumberman, Inc. 





SALES REPRESENTATIVES 
AVAILABLE 





COMING TO CHICAGO? 


Let's get acquainted. Have sold Lumber Yards 
thru Jobbers since ‘39. Please phone Wilmette 
985 or Write Box 43 — R. T. Hosking. 





Manufacturers Representative in Jacksonville, 
Florida, area, wants connection with west 
coast mills on commission basis. References. 
Address Box V-46 American Lumberman, Inc 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kilz Trucks in stock 
M. K. FRANK 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bldg., Pittsburgh 22, Pa. 
105 Lake Street. Reno, Nevada. 





STEEL RAILS 


16#, 20%. 25%. 3H. 354. 40H and heavier. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 


April 1, 1957, AMERICAN LUMBERMAN AND 
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MISCELLANEOUS WANTED 





WANTED—Sawdust kiln dried—car or truck 


loads. 
WOOD PRODUCTS COMPANY 


421 Phillips Ave. 
Toledo 12, Ohio 





LUMBER & DIMENSION 
FOR SALE 





FOR SALE: North Carolina White Pine. Rough, 

surfaced or S2S&R/S. Quality Hardwood Pal- 

-. Corinth Hardwood Co., Box 581-A. Bristol. 
‘enn. 





Used Mixed Hardwood & Softwood Stickers 
25/32 x 1-3/4" x 47'’—Carload or Truckload. 
Ahonen Lumber Company—Ironwood. Michi- 
gan. 


FOR SALE 


Several hundred thousand feet reclaimed 
white pine timber. 12°’ x 12’, 12°" x 14”, 8’ to 
20° long. Will sell as is or will resaw into 
plank. 

Klatzky Brothers, Inc. 

Houghton, Michigan 





BUSINESS OPPORTUNITIES 





If you can increase your retail lumber busi- 
ness through the use of additional money, 
write: Box V-33 American Lumberman, Inc. 





BUSINESSES FOR SALE 





Lumber yard, including large painting, plumb- 
ing and hardware business. Real opportunity. 
Owner retiring. Located in fastest growing 
area of Central Missouri. Doing $160,000 an- 
nual business. Will inventory out and lease 
buildings. Terms. Will guarantee to pay out 
in three years. Address Box V-49 American 
Lumberman, Inc. 


For Sale, retail lumber and building material. 
One yard town, Southeast Iowa, Building and 
equipment $4000.00 plus inventory approxi- 
mately $6000.00, approximate gross $40,000.00. 
Can be increased. Reason for selling—other 
business interest. Address Box V-24 American 
Lumberman, Inc. 


Building Supply Co., Central Florida. Estab- 
lished 19 years. One owner, excellent location 
in thriving area, rail siding, good profit. Price 
approximately $120,000. Address Box V-48 
American Lumberman, Inc. 


West, Central Ohio 
Lumber & Builders Supply fronting on two 
streets. Lot 88° by 212’, Railroad siding length 
of lot. Showroom 58’ frontage, Redwood ex- 


terior. Insured, $89,000. Plenty parking space. 
Black top street: excellent part of city. 


$80.000 cash 
20.000 cash 
25,000 cash 


Without inventory 
10 year terms 
1S year terms 


Ralph Bollenbacher, Realtor 
Van Wert, Ohio Ph. 2385 


BUILDING PRODUCTS MERCHANDISER 





BUSINESSES FOR SALE 


MISCELLANEOUS FOR SALE 





FOR SALE 


Yard in eastern Nebraska town, located in 
rich farming community. Comparatively small 
investment will handle. Owner wishes to re- 
tire. Address Box V-35 American Lumberman, 
Inc. 


FLORIDA: Wholesale Lumber-Concentration 
Yard. Established over 30 years. Sales $1,250.- 
003. Good profit, excellent location, good 
organization. Box V-47 American Lumberman, 
Inc. 





USED MACHINERY FOR SALE 





USED MACHINERY FOR SALE 
BEST OFFER TAKES 


1—Yates #117-30” Double Surtacer 
1—25 HP 3 phase Motor 220 Volt 
1—15 HP 3 phase Motor 220 Volt 
1— 5 HP 3 phase Motor 220 Volt 


Blower Fan, Necessary Pipes & Dust Hoods. 
1—10 HP 3 phase motor 220 Volt. Extra knives 
also starter boxes and push buttons. Write 
P. O. Box 5486, Orland. Florida. 


FOR SALE—36” Yates-American double headed 
planer. Feed 71/. hp. 1740 RPM, Main head 
15 hp, 3600 RPM, bottom head. 15 hp 3400 
PPM. All 220V 3 ph. $3500.00 FOB Akron. 
Glenn Carter, Carter-Jones, 172 N. Case Ave., 
Akron 5, Ohio. 


Clark Ross 15,000 lb. Capacity Fork Lift. 
Like new—$5,500 Terms 

Eddie Martin Lumber Company 
Duluth, Minnesota 





CARPENTERS APRONS 
Write for prices and infoimation. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis. Minn. 


DOUBLE YOUR INCOME from your news- 
paper advertising by using our Low Cost 
“Timber-r-r"’ cartoons. For FREE proofs write 
LILLY ADVERTISING CARTOONS. Box 167 
Long Beach 1, Calif. 





BOOKS FOR SALE 





LOGGING. By N. C. Brown. The principles 
and methods of harvesting timber in the 
United States and Canada. This book will help 
the student and operator to gain a better un- 
derstanding of logging methods employed. 
Price $5.00. 


BLUEPRINT READING. By Dalzell. McKin- 
ney and Ritow. A practical book of self- 
instruction on blueprint reading as applied 
to the building trades. The popular question 
and answer method is utilized and two sets 
of plans are included. Price $1.75. 


CYCLOPEDIA OF BUILDING TERMS. 64 
pages of definitions, illustrations, charts and 
tables to assist lumber and building material 
dealers in the operation of their business. 
Manual of Fundamentals of light construction 
and building materials for lumber dealers. 
Excellent presentation. Price 50c. 


HANDY LUMBER CALCULATOR. A useful 
pocket size manual including a lumber cal- 
culator for standard sizes, log rules, esti- 
mated weights of lumber and useful miscel- 
ianeous lumber tabulations. Price 50 cents. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 


DIRECTLY ON THE “WORLD'S MOST FAMOUS BEACH’ 


THE PERFECT spot to rest, and relax ... right on the 
“World’s Most Famous Beach.’ Swimming pool, 3 golf 
courses, putting green. shuffleboard, fishing, dancing, 
planned entertainment. Excellent food, intimate cocktail 
lounge. Choice hotel rooms and apartments. 


Write for colorful brochure. 


DAYTONA PLAZA HOTEL 
Daytona Beach, Florida 


Circle No. 82 on Coupon, page 108. 
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RAZZ BERRY BOARD is used to record 
impertinent comments about the selling 
ability of the opposing team. Friendly 
rivalry between team captains Burt Morse, 
left, who headed the Jackrabbits and Bob 
Hansen of the Billygoats enlivened the 
spring sales competition. 


Contest Keeps 
Employe Morale High 

To stimulate employe interest in 
its major sales promotions, a Cali- 
fornia building materials firm in- 


jects a spirit of friendly competi- 
tion by dividing its personnel into 
teams. 


For its annual spring promotion, 
Builders Emporium, Van Nuys, set 
a sales goal of 25% over the previ- 
ous year’s figures and divided the 
sales force into two teams called 
“Billygoats” and ‘‘Jackrabbits.’’ 
Each member of the winning team, 
which did the best job of reaching, 
or exceeding its sales quota, re- 
ceived a $5 bill. In previous sales 
contests Builders Emporium 
awarded merchandise or watches to 
the members of the winning teams. 


To add more zest to the competi- 
tion and keep interest high, the firm 
has set up a “Razz Berry” board in 
the employes’ cafeteria. Object of 
this board is to provide a place for 
employes to jot down jingles, draw 
cartoons or make comments perti- 
nent to the current contest. 

A “Needling Committee” is ap- 
pointed for each team. The commit- 
tee’s task is to tease the opposition 
with crying towels, eye-catching 
signs and invade the opponents ter- 
ritory and do some good-natured 
needling. 
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STAFF CHANGES 


(begins on page 8) 





of the Portland Home Builders As- 
sociation. He also held editorial and 
advertising positions with Stran- 
Steel Corp., and United States Gyp- 
sum Co. 


Ruth Lundahl, an American Lum- 
berman associate editor since 1955 
has been given a special assignment 
to research the role of women as 
decisive factors in the sale of build- 
ing materials. With the growth of 
women customers in the lumber- 
yard, the magazine plans a new 
series by Mrs. Lundahl in 1957 ex- 
ploring all phases of this develop- 
ment. Her previous experience in- 
cludes eight years with Coronet 
magazine as an associate editor. 


Church Construction 


The versatility of wood in church 
construction is reflected in plans for a 
$3-million “Cathedral of Tomorrow,” 
to be built in Cuyahoga Falls, Ohio. 
The structure will feature one of the 
largest wood roof domes in the world 
—220 feet in diameter and without in- 
terior supports. 
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Jeffreys - McElrath 


MANUFACTURING COMPANY 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 


Daily Capacity 300,000 feet 


Factory Locations 
Mill ville, Ga. Macon, Ga. Keesvilie, Va. 
e Chase City, Va. Raleigh, N. C. 
Jackson, Ga. Oxford, N. C. 
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CONCRETE... 


CONCRETE BLOCK CONSTRUCTION FOR HOME 
AND FARM 


J. Raiph Daizell and Gilbert Townsend $3.25 
The authors contend anyone can plan and build, 
correctly, a structure from concrete blocks. And 
they proveit. Morethan a concise, clear explanation 
of block construction for the handyman or novice, 
this book also presents the most efficient methods 
and practical suggestions of value to even experi- 
enced block-layers. Includes a typical job example, | 
with step-by-step illustrations. 216 pages. | 
AMERICAN LUMBERMAN, INC. | 
139 NO. CLARK ST., CHICAGO 2, ILL. 
Enclosed is my check in the amount of $3.25 for the | 
above book. | 
Name | 
2 








Addr 





City, State 





















































They’ve been adding on — since they started 
suggesting ““Scotcn” Brand Masking Tape 
with every paint sale! 
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MSC allum- 


NEON SIGN calls attention to McCollum's new LIGHTING FIXTURES are displayed to advantage in the new Mart. 


Home Mart on a well-traveled highway. 


Building mechanics on 


Package Selling Goes Over his payroll help Oregon 


dealer sell complete job. 


Five different products are sold ing; wood window units. the Mart opened. 
on an installation basis by the The Mart has carpenters, elec- “We show materials exactly as 
House Mart of the McCollum Lum- tricians and plumbers on the staff, they would appear in a man’s 
ber Co., Klamath Falls, Ore. so it can sell the complete home or home,” says Melvin McCollum, 
These products are steel and remodeling package. The advan- president. “This type of display 
wood kitchen cabinets; lighting fix- tage of displaying these products has never been seen in Klamath 
tures; plumbing fixtures; floor cov- was demonstrated when six kitchen Falls.” 
erings—including tile and carpet- jobs were sold within a week after 


t 


WOOD AND STEEL KITCHENS attract a large number of pros- 


pects. Six kitchen sales were made within a week after the 
Mart opened. 


WOOD WINDOWS and plumbing fixtures are two major depart- 


ments pushed in the new layout. 
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Whether you are located in a busy city or a rural town you 
can profit most by selling the Continental line—83 sales- 
proved steel products all from one producer, all from one 
convenient source. 

And that’s because the Continental line is so varied that 
you can stock the items most in demand by both city and 
country customers...from nails to poultry netting, from 
barnyard gates to clothesline wire. There are 15 kinds of 
fence alone! 

Start with Continental’s new brilliant-bright Ornamental 
Lawn Fence. See your Continental Steel man or write today. 


GALVANIZED WELDED WIRE FAB- 
ric—Rigid, one-piece construc- 
tion; smooth, uniform mesh. 
ideal for pens, cribs, tree and 
flower guards—1001 uses. 


WELDED REINFORCING FABRIC— 
The “backbone”’ of every con- 
crete job. Adds 30% greater 
strength, controls cracking. 
Four sizes, for most require- 
ments. 


SPOOLED WIRE FOR AUTOMATIC 
BALERS—Easy handling, smooth 
feeding. Fits all popular makes. 
3 standard size coils—3150 ft., 
6500 ft. and interim. 


TYL-LYKE BIN DOR—For eleva- 
tor loading, ventilating. 3 styles 
of easy-laying steel roofing, 
siding. 


NAILS—10,000 kinds and sizes of 
Nails—for every purpose. 
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NEW: sricur Loox 


IN ORNAMENTAL FENCE 


New patented process } 


makes brightest ornamental 
fence ever seen. It's the ex- 
citing news in fence. In sin- 
gle and double picket. Also 
fiower border. 
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FLAME-SEALED® 
FENCE—Triple 
protected against 
rust, with famous 
Pioneer or Cham- 
pion knots. Sizes 
and spacing for all 
needs. 
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*50°° SCREENING SALES CAN BE YOURS 


as all America moves outdoors— 


Building 
do-it-yourself 
porches 
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CHICOPEE screeninc 


easiest to sell because its easiest to work with! 


CHICOPEE MILLS, INC. 
Lumite Division, 47 Worth Street, New York, New York 
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